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The command is 


“FORWARD!” 


IDLAND MUTUAL LIFE representatives have heard the command ''Forward'' . . . forward 


to a greater success . . . forward to greater achievement. 


Midland Mutual men face the new year with enthusiasm. . . . They are on the march and 
backing them is a Company which has earned their faith and the faith of its policyholders by 


twenty-eight years of fair dealing and outstanding performance. . .. A Company which has 
paid its policyholders a half a million dollars more in dividends than the total of all its death SS 
claims. ... A Company managed by men who regard their duties as a sacred trust. 


Midland Mutual representatives go forward equipped with the ammunition that gets business. 

. . . Complete Selling Plans, Home Office Correspondence Course, Leader Club, App-A-Week Club, Marathon Club, All Stand- 
ard Forms of Policies, Special Contracts, Juvenile Policies, Single Premium and Annual Premium Annuities and Investment Con- 
tracts. 


So here's to 1934... a year that will bring bigger and better opportunities to representatives of The Midland Mutual Life. 


THE MIDLAND MUTUAL LIFE INSURANCE CO. 


COLUMBUS, OHIO : 


~ 
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P..... never before in 


the history of the country 
was the advice and counsel 
which a well-trained insur- 
ance man can offer more 
needed than today. 


In seven of the big national 
magazines the Metropolitan 
Life Insurance Company 
each month sends a mes- 
sage to many millions of 
Americans—a message of 
importance to every indi- 
vidual who is willing to 
listen to a Metropolitan 
Field-Man’s story—giving 
some of the reasons why his 
time will be well invested. 


To the Field representatives 
of all companies who sus- 
tain the responsibility of 
making the country as a 
whole stronger through life 
insurance, we wish a full 
measure of increasing suc- 
cess in their all-important 
work. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


Frederick H. Ecker, President 


ONE MADISON AVE., NEW YORK, N. Y. 
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89-Year Record 
of Protection to 
Policyholders 


Since it started business in 1845, this Company 
has paid to policyholders and beneficiaries over $3,- 
910,000,000. Over one billion dollars of this amount 


was in dividends. 


The stability of this strong mutual company 
has been particularly demonstrated during the past 
four years of business depression. In every one of 


these years, income has exceeded disbursements. 


Throughout all the years—during every panic, 
every war and every epidemic down to the present 
hour—the New York Life Insurance Company has 
met every obligation to its policyholders and bene- 
ficiaries; it is amply prepared to continue to do so 
throughout the life of every one of its insurance 


and annuity contracts. 


INSURANCE 
COMPANY 


51 MADISON AVENUE 
NEW YORK, N. Y. 


HOME /OFFICE7BUILDING} 








March 3, 1879. 


THE NATIONAL UNDERWRITER Life Insurance Edition. Published weekly by The National Underwriter Company. 
Office of publication, 175 W. Jackson Blvd., Chicago, Ill. Thirty-eighth year. No 1. Friday, January 5, 
per year, 15 cents per copy.- Entered as second class matter, June 9, 1900, at post office at Chicago, Ill, under act of 
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Prospecting Still 
Major Problem 


Agents Who Are Unsuccessful 
Fail to Keep Posted on 
Current Trends 


VETERANS COMING BACK 


Increase in Quarterly Settlements Pre- 
sents Complication for Sales- 
men with Low Finances 


There is one problem in the field this 
year which dwarfs all others into in- 
significance, as it has for years—pros- 
pecting. Its importance has been esti- 
mated by various educators, home office 
and field men up to 90 percent. It is 
a function being hammered home in al- 
most every agency today. 

In addition to suggestions, exhorta- 
tions and what not, agency leaders are 
giving practical prospecting assistance to 
their men, such as surveys of occupa- 
tions buying life insurance now, detailed 
prospecting and time control plans, ef- 
fective direct mail systems to help in 
running good prospects to earth. Yet 
it is the opinion of many agency execu- 
tives that the large proportion of agents 
today is deficient in this function. 


Short Cuts Rarely Succeed 


It would seem that the veteran agent 
who has had his business turned topsy- 
turvy in the last few years, and the new 
agent who must place himself on a self- 
supporting basis very soon, would heed 
the message dinned into their ears in 
every agency meeting. But many are 
prone to try short cuts and “royal roads” 
to success in life insurance sales, most 
of which prove to be blind alleys. 

In the opinion of a large majority of 
agency and company executives today, 
there is no substitute for painstaking, 
laborious, intelligent prospecting. It de- 
mands the major portion of the agent’s 
time in the field this year. Given well 
qualified candidates for policies, the sales 
can be accomplished in short order. The 
agents generally, as always in the past, 
are following the will-o’-the-wisp of fre- 
quent call backs in a circumscribed cir- 
cle of prospects when, as has been dem- 

@ Onstrated by the most exhaustive sur- 
veys, a prospect who has not signed the 
application by the second interview 
scarcely can be termed even a worth- 
while suspect. 

Cash Now Prime Requisite 


The men who are succeeding in the 
business today are driving themselves 
day and night to find that fugitive ideal 
Prospect who has the money to pay the 
Premium, needs life insurance and is 
Medically acceptable. No other is worthy 
of having his name entered on a pros- 
Pect card today, save for annuities. 

It is a matter of making a great num- 
(CONTINUED ON LAST PAGE) 







Encouraging Annuity Views 
Expressed by Professor 





FEELS LINE NOT OVERDONE 





Bowers Says Business Is Growing 
Because Heretofore It Has Been 
Unduly Neglected 





Instead of looking askance at the 
growing annuity business, it is probably 
more logical to assume that annuities 
in this country have been unduly neg- 
lected. This was the conclusion of E. L. 
Bowers of Ohio State University, in a 
paper presented at the meeting of the 
American Association of University 
Teachers of Insurance at Philadelphia. 

As late as 1922, Mr. Bowers said, an- 
nuity premiums constituted less than 
one percent of the total premiums in 
the United States. In the decade ending 
with 1932, annuity business increased to 
a point where it accounted for 5.7 per- 
cent of the total premium income. Total 
annuity income in 1932 for 30 of the 
larger companies amounted to 7.8 per- 
cent of the total premium income, of 
which 27.7 percent was for single pre- 
mium immediate annuities, 12.8 percent 
for single premium deferred annuities 
and 59.5 percent for multiple premium 
deferred annuities. 


Why the Increase 


Among the reasons for increased sale 
of annuities is the effort of people to 
find a safe investment, and as free from 
taxes as possible, and because of the 
growing desire for old age security, 
which has been accelerated by the de- 
pression. 

The companies have promoted the 
sale of annuities for various reasons, 
among them being a desire to strengthen 
cash position, to augment agents’ de- 
clining incomes, maintaining volume of 
business and of getting their share of 
a growing line. 

Companies are interested in whether 
premiums are adequate and how annui- 
ties will affect cash position in the 
future. 

Within the last several months prac- 

(CONTINUED ON LAST PAGE) 





Life Men Seek to Keep Out 
of Negotiations on Code 





MAY BE DRAWN IN, HOWEVER 





Life Insurance Relies on Paul vs. Vir- 
ginia Decision to Avoid Becoming 
Enmeshed in Federal Machinery 





NEW YORK, Jan. 4.—The life com- 
panies contemplate taking no action in 
connection with an NRA code govern- 
ing fair practices unless they are forced 
to do so as a result of agitation caused 
by the filing of such a code in behalf 
of the National Association of Insurance 
Agents. That filing has caused great 
hubbub and consternation in fire and 
casualty insurance circles since most of 
those companies are strongly opposed to 
becoming enmeshed in the federal ma- 
chinery through the NRA route. 


NRA Wants Insurance Code 


However, the understanding is that the 
NRA authorities want an insurance code. 
They have not been more aggressive in 
seeking to have such a code filed be- 
cause of the underlying NRA principle 
that the industry itself should come 
forward with a code, since the men in 
the industry know best the evils that 
exist and are most competent to draft 
a reform program. Now that the fire 
and casualty agents have filed a code, 
the feeling exists that the entire insur- 
ance business will be drawn in. It is 
not likely that the NRA people will ap- 
proach insurance in a partial aspect but 
will seek to have comprehensive regu- 
lations for the business. 


Keep Quiet as Possible 


The life companies are relying on the 
75 year old Paul vs. Virginia decision, 
in which the supreme court held that in- 
surance was not interstate commerce. 
The life companies are not troubled by 
controversial agency questions, as are 
the fire and casualty companies. Until 
forced to say or do something, the life 
companies appear to be keeping as quiet 
as possible. 








Preliminary Reports for 1933 











7-New Paid a c-Change in Ins. in Force 





33 g 1933 93 

Abraham Lincoln Life........... $ 2,800,000 $ 5,029,677 —$9,150,000 —$9,253,000 
American Union Life, Okla....... 1,665,190 817,872 847,318 117,66 
Confederation Life, Can...... .... 34,850,540 39,807,689 —12,621,320 —7,013,862 
Continental Assurance, IIll........ 28,749,773 46,303,545 2,477,635 9,854,085 
Continental Reserve Mutual, Tex. GORGee, | sdmene SGGGCG | dguaade 
COMMEES HEME Gr wee eds cease ce eens ,000,000 9,468,250 2,531,750 7,100,000 
Bg A ere eer 7,874,37 10,424,359 —16,805,082 —21,242,482 
GOMCTSE TEGGMOE osc ccccccicecdeeds 365,450 750,006 53,4 609,256 
George Washington Life......... 2,250,000 2,918,967 —3,500,000 —2,668,785 
CRANE EEE 5.4 his ada weed ocasecis 2,100,000 2,832,892 —2,800,000 —3,422,935 
eS OO err 8,767,198 5,301,565 11,5 —5,642,891 
Guaranteed Securities, Kans...... 1,102,049 901,776 —1,191,255 —2,651,498 
Mlinois Bankers Life... .......26< 6,300,000 5,867,795 —6,933,550 —11,764,083 
Lamar Life -- 9,412,581 7,937,498 —5,531,038 —2,683,715 
Liberty National Life 74,971,700 73,710,745 pt po ere 
Modern Life, 684,900 825,096 —1,504,000 —1,740,646 
National Guardian Life 2,938,881 3,220,109 —3,020,224 —3,036,388 
National Life & Accident 39,065,377 30,436,889 12,000,000 —4,437,780 
Ohio Natioual. Tate? 6c sc 0 f0-00 ss 12,196,842 8,938,78 —3, ,000 —15,354,782 
PGW WOGCUEE PANO se oo clcct ew wcwces 138,697,645 160,950,302 —-111,604,322 —93,655,059 
Pure Protection Life............. 1,718,000 3,495,700 —1,624,700 —1,595,250 
Heliatice: EAlG; Piss occ vececctecs 31,146,460 39,968,761 —28,151,098 —33,302,385 
Southwestern Life, Tex.......... 41,608,247 37,466,974 1,568,530 —14,541,503 
Union Comttal Tate. -cccccccccds 81,408,733 111,724,195 —-158,840,428 —-172,943,559 
United Benefit Life.............. 22,038,813 36,249,558 —3,500,000 3,000,000 

wh dow wap als 3,206,360 2,295,585 1,250,000 648,828 


Washington National7{ 


+Ordinary only. 
tIncludes industrial. 





*Bankers Reserve reinsurance not included. 





Life Insurance and 
a New Gold Basis 


Linton Sees Benefits If Country 
Has Confidence in New 
Currency 


ADDRESSES PROFESSORS 





Emphasizes the Necessity of Healthy 
Increase in Prices With Currency 
Manipulation 


The chances are excellent that in- 
creased business activity and a healthy 
rise in prices will follow achievement of 
a currency upon a new gold basis in 
which the country has confidence, ac- 
cording to President M. A. Linton of 
the Provident Mutual Life, who ad- 
dressed the meeting of the American 
Association of University Teachers of 
Insurance at Philadelphia. 

The income of policyholders, Mr. 
Linton pointed out, would be increased 
and they would find it easier to pay 
premiums on outstanding insurance or 
to take new insurance to replace the 
coverage they were compelled to let 
go. Default in interest and principal 
payments on bonds and mortgages held 
by the companies would be cleared up. 
Real estate acquired under foreclosure 
would become salable and the money 
thus tied up would again begin to pro- 
duce a fair return. 


Mortality Improvement 


_In the realm of mortality, he con- 
tinued, there is reasonable hope that 
the relatively large losses from suicide 
and heart trouble would subside as the 
financial pressure upon policyholders 
lessened. 

These various factors would be re- 
flected in the net cost paid by the 
policyholders for their insurance. 

_On the other hand, he pointed out, a 
rise in the general level of prices would 
proportionately reduce the purchasing 
power of the dollar represented by in- 
surance policies. However, most of this 
vast sum of outstanding insurance was 
acquired with dollars having a purchas- 
ing power considerably lower than that 
of the present dollar. A reasonable in- 
crease of the price level based upon 
sound recovery could not be considered 
as working an injustice. Rather it might 
be looked upon as correcting a situation 
in which the beneficiaries of insurance 
policies have been receiving payment in 
dollars of abnormally high purchasing 
power. 


Emphasis on Healthy Increase 


These benefits would come, he said, 
only with a healthy increase in prices. 
An unhealthy increase brought about 
by currency manipulation would be ex- 
ceedingly dangerous. That is, people 
might lose faith in the currency and a 
flight from the dollar might occur. Gov- 
ernment credit would become under- 

(CONTINUED ON LAST PAGE) 
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ees Need for Large Companies, U. 5., 


To Aid Weak Sisters 


By R. B. MITCHELL 

The time has come when, for the sake 
of the institution of life insurance, the 
large companies should come to the aid 
of the weaker companies that are in 
trouble, likewise the federal government 
should help in releasing frozen deposits 
in companies in financial difficulties, S. 
H. Nerlove, University of Chicago, de- 
clared at the second annual meeting of 
the American Association of University 
Teachers of Insurance held in Philadel- 
phia. Lack of such aid is most acutely 
felt by hholders of investment-type poli- 
cies. 

Calling attention to the discrimination 
in favor of the premium paying policy- 
holder that exists in most reinsurance 
contracts, Dr. Nerlove said: 


Well Defined Precedents 
Are Found Extremely Few 


“Once a life company is placed in the 
hands of a receiver the problems are 
exceedingly difficult and the well defined 
precedents extremely few. The receiver 
must not only conserve assets but also 
keep the policyholders together so that 
he can get a satisfactory reinsurance 
contract. In carrying out these activities 
he finds that he has to discriminate 
against non-premium paying policyhold- 
ers in favor of premium paying policy- 
holders, and by so doing, policyholders 
who have invested the least, the holders 
of term insurance and ordinary life poli- 
cies, are treated better than those who 
are holders of 20-pay life and 20-year 
endowments. It is obvious that the im- 
plications of these acts to policyholders 
in general are of great significance. 

“The character of recent reinsurance 
contracts also substantiates this conc!u- 
sion. The way in which liens, death loss 
claims, supplementary contracts, annuity 





claims and disability claims are taken 
care of by recent reinsurance contracts 
entered into by receivers indicates clearly 
that the courts and insurance commis- 
sioners give much more weight to the 
death protection element in life policies 
than they do to the investment feature. 
Unfortunately from the point of view 
of the policyholders of defunct com- 
panies, neither the large life insurance 
companies nor the federal government 
have stepped in to give them aid.” 


Why Control of Receiver 
Is Sometimes Necessary 


Because life companies are self-reha- 
bilitating financial units of great resili- 
ence rather than merely ordinary invest- 
ment and trust organizations, perhaps 
some of the life companies that were 
declared insolvent could have overcome 
their financial inability to meet all their 
obligations if they had been let alone, 
Dr. Nerlove said. On the other hand, 
he pointed out that many had been so 
badly mismanaged that it was obvious 
that control by a receiver was the only 
recourse left in order (1) to protect all 
creditors from the pilfering of a small 
group of creditors (including stockhold- 
ers) in control of the company in ques- 
tion; (2) to prevent innocent potential 
buyers of life insurance services from 
buying policies from a company that 
would be unable to meet its obligations 
and (3) to protect what little equity was 
left for reinsuring the business of the 
company involved. 

Every effort should be made to get 
uniform legislation in all states permit- 
ting companies to incorporate in their 
policies a provision permitting them to 
defer payment of cash or loan values for 
six months and requiring a provision 
permitting at least 90 days’ delay, Vice- 





President John M. Laird of the Con- 
necticut General Life said. 

The 90-day provision, permitted by all 
states and required by at least three 
since long before the depression, has 
been incorporated in many contracts for 
more than 20 years, he pointed out, but 
has never been exercised except in so far 
as it supported the emergency rulings of 
the commissioners during the morator- 
ium this year. Many states specifically 
permit six months but cannot get the 
full benefit of this provision because 
others limit the period to 90 days. Mr. 
Laird predicted that this contractual 
right t> defer certain payments would 
not be invoked in this generation but 
that in some future crisis it may act as 
an emergency brake against sudden and 
unreasonable demands for cash, which 
if unrestrained might force the company 
to sacrifice good assets in a poor market. 

The present bull market in annuities 
is not solely a reaction to the depression, 
but is rather the continuation of a trend 
that was well under way several years 
before the 1929 crash, according to E. L. 
Bowers, Ohio State University. Because 
this interest may be expected to con- 
tinue even after prosperity returns the 
companies should develop this market. 
The annuity field has been comparatively 
neglected, he said, and warned that if 
the life companies ‘become hesitant about 
accepting annuities and single premium 
life policies there is danger that the 
state may go into the business. 

Prof. H. J. Loman, University of 
Pennsylvania, presented an analysis of 
the asset distribution of four failed life 
companies, showing how their invest- 
ment policies had varied, even before 
the depression, from the average of the 
companies in the Life Presidents Asso- 
ciation. Each of the four carried a con- 








Analyzes Reasons for Life Company Failures 








H. J. Loman, professor of insurance 
of the Wharton School of Finance & 
Commerce at the University of Pennsyl- 
vania, in addressing the meeting of the 
American Association of University 
Teachers of Insurance at Philadelphia, 
presented an analysis of the structure of 
four life companies which failed in 1933. 
He did this in an attempt to discover in 
what direction weaknesses lay. He 
pointed out that the average company 
has been able to meet the situation dut- 
ing the past few years. His conclusion 
was that there is not so much need for 
change in the general investment policy 
toward greater liquidity but rather 
toward condemnation of the manage- 
ment of those companies that dared to 
deviate so much from the average, espe- 
cially when their surrender value and 
policy loan demands were greater in 
normal times than the average company. 


Discussion Arises Over 
Investment Liquidity 


“Thé failures of life insurance compa- 
nies during the last two years have led 
to much discussion centering around the 
need for greater liquidity in their invest- 
ments,” Mr. Loman said. “Such a 
change means higher ratios of cash and 
government securities to total assets. 
This will result in a lowered yield on 
invested funds and in turn a higher 
average cost of insurance to the policy- 
holder. Those who support this view 
claim that the end justifies the means 
because life insurance constitutes one of 
the principal ways of saving for the 
average citizen and since it has been 
sold to him for the purpose of meeting 
emergencies, the cash value of his poli- 
cies should be readily available when- 





ever he needs financial assistance. In 
other words, cash value and loan privi- 
leges constitute a right which the com- 
panies should be prepared to meet at 
any time without suffering financial em- 
barrassment. The most extreme position 
assumes that all the policyholders should 
be able to get their cash any time they 
want it. This is so impractical that it 
deserves little comment. Cash and gov- 
ernment securities are the only forms in 
which the assets could be carried to 
meet this situation. 


What Life Companies 
Have Contributed Shown 


“Those who believe in this greater 
liquidity apparently are not satisfied that 
life insurance companies have _ con- 
tributed as they should to the solution 
of the financial problems of the current 
depression. Let us see if this is true of 
life insurance in general or whether the 
conclusions have been based upon un- 
typical cases. Some indication of this 
may be obtained by a brief review of the 
disbursements of life insurance compa- 
nies during the depression period. In 
the last four years they have paid pol- 
icyholders $7,357,000,000 and _benefi- 
ciaries $3,684,000,000 making a total dis- 
tribution of $11,041,000,000. These fig- 
ures should be sufficiently reassuring to 
convince even the most skeptical. How- 
ever, they are of small comfort to one 
who has suffered on account of an insur- 
ance company receivership. It is urged 
that the same lack of liquidity which 
wrecked these companies can ruin any 
of them. If the failed companies are 
typical of those which survived then it 
is reasonable to assume that the ill-for- 
tune which befell them was a mere mat- 











ter of chance and the lurking danger of 
illiquidity is apt to ruin any of them. In 
an effort to ascertain the truth of this 
statement, I have made a study of the 
four outstanding failures of 1933 which 
in the aggregate involve over 90 percent 
of the combined assets of all the com- 
panies which failed this year.” 


Assets of Failed Companies 
and Life Presidents Group 


_ Below is presented the analysis, show- 
ing the percentage of policy loans, 
stocks and bonds, mortgage loans and 
real estate of the four failed companies 
and of each of the years 1927-32 inclu- 
sive, together with the average of com- 
pany members of the Association of 


‘Life Insurance Presidents: 


Policy Loans 





1927 1929 1980 1931 1932 

% % % % % 
2 a. ad a 16.33 16.33 17.89 21.19 25.57 
CO. a sis 21.05 22.45 24.75 27.71 30.59 
oe 18.40 19.36 21.38 23.79 26.61 
Co: Ware a2 st 18.59 18.50 20.10 22.45 25.25 
Assn. Cos....12.1 12.3 14.6 16.4 8.4 

Stocks and Bonds 
a. RAS ew cer 27.73 31.39 32.23 29.72 23.84 
Co, “Bo. o..skS08 26.290 27.15. 25.21 24:29 
ico. “Cc”. . Bee 8 11.27 16.72 15.69 
oe Ame | ae nes 6.65 15.28 16.96 14.86 13.73 
Assn. Cos....37.8 37.2 387.6 87.6 . 36.8 
Mortgage Loans 

"2 apa - Sue a 40.92 34.85 31.01 29.15 27.46 
ORE os Wo isai 45.55 30.45 27.98 25.69 23.40 
SEES | oar 49.42 42.69 39.11 35.48 31.98 
_ Bae 3 Gaeey 48.84 37.06 37.21 36.99 35.74 
Assn. Cos....43.1 42. 40.5 8.4 36.3 

Real Estate 
2 SE ye ees 8.87 12.62 14.22 14.70 17.74 
Sion: ” ld eee 6.14 12.74 12.81 14.30 15.71 
RNs RET wie. ornlene 11.72 10.46 11.36 18.25 20.50 
FR | nr 18.58 21.55 19.33 18.58 19.41 
ween, Cos... 82 2.4 2.8 2.8 4.0 
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Insurance Teachers’ Body d 



















































DR. S. S. HUEBNER Mass: 
_ Che 
siderably smaller percentage of its assets a" 


in cash than the association average. tae 
Others whose addresses are reported 


elsewhere in this issue or appeared in family 
last week’s NATIONAL UNpeRwriter in- Chicas 
clude President M. A. Linton of the ™ "8s 
Provident Mutual Life; Prof. Robert ™’™SUt@ 
Riegel, University of Buffalo; Prof. F. coln } 
G. Dickinson, University of Illinois. 

The address of Prof. C. A. Kulp, Uni- N 
versity of Pennsylvania, on unemploy- ew 
ment insurance, and that of Prof. A. H. 
Mowbray, University of California, § Pacific 
which was read in his absence by Prof. C 


David McCahan of the University of 
Pennsylvania, are reported in the casu- 
alty edition this week. 


Th 
Dr. Huebner Is Reelected new "" 
President of Association refund 


The re 


Dr. S. S. Huebner conducted the 
change 


morning and afternoon sessions. At the 
luncheon meeting, conducted by Prof. 
R. H. Blanchard, Columbia, Dr. Hueb- 
ner was presented an electric clock and 
barometer set in appreciation of his work 
for the association. 

The following officers were reelected: 
President, Prof. S. S. Huebner, Univer- 
sity of Pennsylvania; vice-president, 
Prof. R. H. Blanchard, Columbia uni- 
versity; secretary-treasurer, Prof. F. G. 
Dickinson, University of Illinois; execu- 
tive committee members: Prof. A. H. 
Mowbray, University of California; Prof 
S. H. Nerlove, University of Chicago. 
Prof. Robert Riegel, University of Buf- 


a mont! 
whereu: 


in mult 
age at | 


S 

falo, was elected to the executive com- at 
mittee, succeeding Dr. C. L. Parry,tithree fa 
Metropolitan Life. The 

The association now has 61 members maturity 
representing 31 universities and colleges. Mhe entey 
It was formed last year at Cincinnati attrac, bu 
the annual meeting of the American AS Hideath 4, 
sociation of University Teachers, aftef forfeitur 
having existed informally for some time{nya] pre 
as a round table group in the largei@rata +, e 
association. - . Megoing h< 

It is planned to broaden the associa-fiithe polic 
tion’s activities still further to take "Mor prem; 
insurance teachers and scholars in othe The ,, 
countries who are interested in the a5fMfalso on 
sociation’s aims. applicant 

The convention voted to hold the nexti#hacj, (g 
meeting in Chicago at this time ne"MMunit pas; 
year. Some 200 attended this year The +, 
meeting. On the ¢ 
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Committee Appointments of 
Agents’ Association Given 





H. J. JOHNSON PROGRAM HEAD 





Pittsburgh General Agent of Penn Mu- 
tual Will Be in Charge of Card 
for 1934 Convention 





NEW YORK, Jan. 4.—The new com- 
mittee lineup of the National Associa- 
tion of Life Underwriters has been an- 
nounced from headquarters. The chair- 
men of the various committees pre- 
sented herewith: 

Budget and finance, R. L. Jones, 
State Mutual, New York; by-laws, E. 
F. Colborn, Connecticut Mutual, Ro- 
chester; convention program, H. J. 
Johnson, Penn Mutual, Pittsburgh; edu- 
cational, L. P. Good, Prudential, San 
Diego; international council, A. 
Heald, Provident Mutual, Milwaukee; 
membership, T. M. Riehle, Equitable 
Life, New York; publications, J. E. 
Bragg, Guardian Life, New York; sen- 
ior council, P. F. Clark, John Hancock, 
Boston; cooperation with trust officers, 
F. W. Ganse, John Hancock, Boston; 
cooperation with U. S. (Chamber of 
Commerce, A. L. Baldwin, Northwest- 
ern Mutual, Washington, D. C., national 
councillor to Chamber of Commerce 
United States, J. K. Voshell, Metro- 
politan; Baltimore; relations with law- 
yers, G. E. Lackey, Massachusetts Mu- 
tual, Detroit; resolutions, E. B. Thur- 
man, New England Mutual, Chicago; 
women underwriters, Mrs. O. J. Wright, 
Massachusetts Mutual, Cleveland. 

Chairman of the committee to con- 
sider the revision of chart of ethics is 
M. H. Stearns, John Hancock, Provi- 
dence; department of the American 
family, A. E. Patterson, Penn Mutual, 
Chicago; new associations, O. S. Cum- 
mings, Kansas City Life, Dallas; life 
insurance week, H. C. Lawrence, Lin- 
coln National, Newark. 


New Rates for Annuities 





Pacific Mutual Life Has Announced 
Changes in Some of Its More 
Important Forms 





The Pacific Mutual Life has issued 
new premium rates covering life, cash 
refund and joint and survivor annuities. 
The retirement income fund has been 
changed, both as to rates and contract 
terms. It will contain cash loan and 
death benefits beginning with the first 
policy year and will be issued on either 
of the following plans: 

(a) Income unit basis, whereunder 
the maturity income-unit is always $10 
a month (issued in multiples of $5) and 
whereunder the premium varies for ev- 
ery age at issue, maturity age selected 
and sex. 

(b) Premium unit basis, whereunder 
the annual premium-unit is $100 (issued 
in multiples of °$25) irrespective of the 
age at issue, maturity age selected and 
sex. The amount of income on this ba- 
sis varies according to any one of these 
three factors. 

The exact premium selected and the 
maturity income purchased thereby will 
be entered on the front page of the con- 
tract but the cash and loan values and 
death benefits are printed in the non- 
forfeiture table on the basis of an an- 
tual premium of $100 and apply pro 
Tata to each individual policy. The fore- 
going holds true irrespective of whether 
the policy is written on the income unit 
or premium unit basis. 

The retirement annuity will be issued 
also on the single premium plan. The 
applicant may select the income unit 
asis ($10 a month) or the premium 
Unit basis (single premium $1,000). 

he retirement annuity will be issued 
On the participating basis only. 








Mutual Trust 





Men Honored 











JOHN H. EHN 


Two general agents of the Mutual 
Trust Life, one of whom has served the 
company 25 years and the other 20 
years, were honored at a banquet in 
Chicago Thursday evening, all principal 
general agents of the company. partici- 
pating. 

John H. Ehn, general agent at Hart- 
ford, Conn., was presented with a 25 
year service button and O. I. Herts- 
gaard of Minneapolis with a 20 year 
button. 

Mr. Ehn started with the Mutual 
Trust from scratch 25 years ago at 
Hartford without life insurance experi- 
ence, without an office or without 
equipment, except a rate book. His 
agency now has about $24,000,000 of in- 


0. I. HERTSGAARD 


surance in force and collects more than 
three-quarters of a million dollars in 
premiums per year. 

Mr. Hertsgaard resigned a professor- 
ship at Moorehead college in 1913 and 
joined the Mutual Trust as general 
agent in Fergus Falls, Minn. He was 
later transferred to Minneapolis as gen- 
eral agent, where he is still located. 
He is immediate past president of the 
Minneapolis Life Underwriters Associa- 
tion. 

President E. A. Olson, who made the 
presentations, stated there has not been 
a single break in the Mutual Trust’s 
circle of general agents during the four 
years of depression. “Few die,” he 
said “and none resign.” 











tracts. Premiums just comp 


carry. 


Agent. First time, when 


Years later policyholder 
Couldn’t find it. 


instead of only two $2,500’s. 


THE PENN MUTUAL 


Independence Square 


Twice Wanted to Shoot 


Twenty-Payment Life policyholder—two $2,500 con- 


congratulate, and to suggest new insurance, dividends to 
Policyholder says twice wanted to shoot original 


$2,500’s, pulled a second from his pocket, and extracted 
check for first premium on the two,—after hour’s reflection, 
policyholder, madder and madder, wanted to shoot. 


Thought of his policies. 
delight, a policy loan would yield half. Second time wanted 
to shoot aforesaid Agent, for not having forced $10,000 


date another policy loan saved his business. 


Thus life insurance serves living owners, as well as 
beneficiaries of those who pass on. 
other financial device that can duplicate this service! 


WM. A. LAW, President 


leted. General Agent calls to 


Agent delivering one of the 


wanted cash to buy a house. 
Found, to his 


And stated that at still later 


Name, if you can, any 


LIFE INSURANCE Co. 


Philadelphia 























Percy Evans Sees Advance 
in Costs for Long Period 





VIEW IN EASTERN MEETING 


‘ 





Northwestern Mutual Life Agencies 
Hold Annual Conference in 
New York City 


NEW YORK, Jan. 4.—Largely due 
to the banking functions of life com- 
panies, insurance costs may be expected 
to continue to increase during the next 
15 to 20 years, Vice-president and Ac- 
tuary Percy H. Evans of the North- 
western Mutual told members of the 
company’s eastern agencies at their an- 
nual conference here. 

‘I believe that the companies should 
perform these functions, which the or- 
dinary man cannot obtain so advantage- 
ously elsewhere, he said, “but we must 
recognize that the performance of these 
services is going to cost something, be- 
cause of the increased liquidity they 
necessitate. . 





Emphasis on Emotions 


“For this reason we should concen- 
trate on the fundamental emotional 
reasons why men buy lift insurance and 
not worry too much about net costs or 
finding the perfect investment in life 
insurance. We should get the main tent 
and the sideshow properly balanced— 
that is, life insurance as a most remark- 
able investment coupled with the most 
absolutely essential public service.” 

More than 600 persons attended the 
two-day sessions, while nearly 1,000 at- 
tended the banquet Wednesday eve- 
ning. 

Vice-president Edmund Fitzgerald, 
speaking at the banquet counseled a 
long-term view of conditions. People 
generally are prone to think that every- 
thing hinges on this or that imme- 
diately imminent question, he said, and 
this attitude on the part of prospects 
spoils many sales. 

The potential insurance buyer worries 
today about the federal government’s 
recovery policy, perhaps, and this atti- 
tude of mind never lacks for some such 
point which must be settled before any 
action can be taken on buying insur- 
ance. If the depression has proved 
anything, he said, it has shown that hu- 
man being can “take it,” and that there 
is no reason to fear that everything is 
going to the dogs because of radical 
legislation. 


Expects Greater Production 


The year just beginning should be a 
year of increased production for every 
life underwriter who is willing to pay 
the price in effort and industry, Direc- 
tor of Agencies Grant L. Hill declared 
at the morning session. He said the 
company in attuning its methods to the 
times was at the same time adhering to 
the principles that have placed it in its 
present enviable position. Mr. Hill 
spoke Thursday. C. L. McMillen, gen- 
eral agent here, paid fine tribute to Mr. 
Hill’s character and ability in introduc- 
ing him. 

Speaking at the afternoon meeting, 
Dr. S. S. Huebner, nationally known life 
insurance educator, analyzed the death 
and investment sides of life insurance, 
pointing out that life insurance is in 
effect a last will and testament whereby 
a man leaves to his heirs the monetary 
value of this life. 

J. M. Holcombe, manager Sales Re- 
search Bureau, Hartford, called atten- 
tion to the unbusinesslike methods of 
most insurance agents, judged by the 
standards of the average business man. 
Without naming the men, he analyzed 
the records of seven Northwestern Mu- 
tual agents, pointing out their business- 
like and unbusinesslike qualities. He 


showed how agents can make them- 
selves more effective by using business 
methods in their prospecting, time con- 
trol, sales talks, and every department 





of their work. 
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Buckner Sanguine 
As to Outlook for 
Insurance in 1934 











Reviewing the 1933 record of life in- 
surance, T. A. Buckner, president New 
York Life, declared “the past year has 
tested and proved the stability of sound, 
legal reserve life companies. They re- 
mained a safe haven of protection dur- 
ing the financial panic which led up to 
the bank holiday and suspension of gold 
payments. Although some states placed 
temporary restrictions on policy loans, it 
is generally agreed that such measures 
reflected the stress on the national finan- 
cial structure rather than weakness on 
the part of the institution of legal re- 
serve life insurance. Interest, rents, and 
premium income were well-maintained; 
testifying to the conservative character 
of life company investments as well as 
to the unimpaired and fully justified 
confidence of mary millions of policy- 
holders.” 

Speaking for his own company, Mr. 
Buckner said: “Our assets are larger at 
the end of 1933 than on any previous 
year-end in our history. As a matter 
of fact, income has exceeded disburse- 


sion.” 


serve life insurance,” Mr. 


confidence.” 


Several Appointments Made 





Continental Assurance Names Okla- 
homa Manager, Three General 
Agents in Illinois 





Several appointments are announced 
by the Continental Assurance of Chi- 
cago. O. J. Blackenstoce of Oklahoma 
City is named Oklahoma state manager. 
He formerly for 20 years was manager 
in that state for the Missouri State Life, 
building up a business of $71,000,000 in 
force. 

P. H. Huffstetler, former district 
manager of the Peoria Life in Spring- 
field, Ill., territory, has been appointed 
by the Continental as general agent cov- 
ering the same region. 

D. C. Siegrist becomes general agent 
in Bloomington, Ill. He formerly was 
district manager for the Peoria Life in 





ments during every year of the depres- 


“The encouraging record of legal re- 
Buckner 
added, “quite naturally leads one to ex- 
pect a substantial increase in life insur- 
ance sales once recovery really gets well 
under way. I look forward to 1934 with 








that territory, and also a large personal 
producer, paying for at least $250,000 a 
year for five out of the last seven years. 

Frank Strode becomes general agent 


in Kewanee, IIl., territory. In the past 
he was district manager there for the 
Peoria Life. 


Prudential Is to Continue 
Its Dividend Scale in 1934 


NEW YORK, Jan. 4.—The Pruden- 
tial announces that it will continue its 
1933 dividend scale for 1934. About 
$79,000,000 has been set aside for 1934 
dividends, of which $26,000,000 is for 
ordinary and intermediate policies and 
$53,000,000 for industrial policies. 





More Loan Restrictions Off 


Superintendent O’Malley, Missouri, re- 
scinded emergency restrictions on policy 
loan and cash surrenders, effective Jan. 1. 
Indiana also withdrew its emergency re- 
strictions Jan. 1, while Texas’ emergency 
insurance law expired by its own terms 
Dec. 31. Latest information is that IIli- 
nois, Iowa, Kansas, Michigan, North 
Dakota and West Virginia are now the 
only states still retaining emergency re- 
strictions of any character on cash sur- 
renders and policy loans. 





<M 
UTUAL insurance in relation to the older lines of insur- 


ance has been an unquestioned success. 
have reorganized and become Mutual Companies. 


companies . . 


Most of the large stock life insurance 


Fire 


(and casualty) insurance on the mutual plan has also proven sound, and a 
great number of companies writing fire (and casualty) insurance on this plan 
have been admitted to transact business in this state.” 


—Excerpt from statement by the Hon. James A. Beha, for- 
mer Commissioner of Insurance, State of New York. 


T has always been the primary aim of the Lumbermens Mu- 
tual Casualty Company to furnish good reliable insurance 


protection. 


To this end full legal reserves as required by the 


various state insurance departments have been consistently 
maintained. Assets of the company exceed $16,000,000, 
including over $2,300,000 net surplus (based on actual mar- 
ket values of securities). 


As a mutual organization the ''L-M-C' has sought to make 
sound protection available at minimum cost. Through eco- 
nomical management, careful underwriting and accident loss 
prevention effort this company has succeeded in effecting 
measurable reductions in the cost of casualty insurance to 
its policyholders—last year this saving amounted to 
$2,726,144. 


LUMBERMENS MUTUAL CASUALTY COMPANY 


MUTUAL INSURANCE BUILDING 


Represented by Lea 


James S. Kemper, President 


ding Agents 


Throughout 


CHICAGO, U. S. A. 


the Country. 








Dunham Warns of “Cheap” 





MANY OF DUBIOUS CHARACTER 





Connecticut Commissioner Points Out 
Danger in Dealing with Unli- 
censed Carriers 





HARTFORD, Jan. 4.—In a statement 
pointing out the dangers of buying 
“cheap” insurance from unlicensed com 
panies, Commissioner Dunham of Con 
necticut tells of the receipt by a Hart 
ford company executive of an attractive 
circular offering an “accident policy fo 
less than a cent a day, or $3.50 a year.’ 

Although the recipient has been in the 
insurance field for many years, he was 
impressed with the offer and tempted to 
buy this Missouri company’s policy, but 
decided before doing so to communicate 
with the Connecticut department, re 
questing information concerning the 
status of the company. Investigation 
revealed that the comrany is not li 
censed in Connecticut; it is not liste; 
in any of the standard insurance pub 
lications, and the 1933 report of the Mis 
souri department showed that althougl 
it claims to have “policyholders fror 
coast to coast,” its capital is only $25, 
000 and its surplus $8,235. The attrac 
tive circular did not state, moreove 
that the policyholder may be subject té 
assessment at any time, although h 
pays in advance the premium stipulate 
in the contract. 

Another company recently sent an ad 
vertisement to the Hartford “Times 
offering a “life protection policy fo 
only $1, which pays $1,000 for deat 
from any cause.” Commissioner Dun 
ham said investigation by his depart 
ment revealed that the would-be adver 
tiser is not licensed to operate in Con 
necticut, and that its total admitted a: 
sets are $232.26 as against total un 
paid claims of $21,319.73. Not only wa 
the company unsound, but the advertis 
ment, which the newspaper rejectet 
was grossly untrue because the $1 pre 
mium is payable every time a membe 
dies, and in addition the policyholde 
is required to pay an initiation of $1 
and a fee of $3 or $4 in dues for qua 
terly expenses. The annual charge i 
thus higher than the average term rat 
charged by the standard wife con 
panies, 


Provincial Superintendents 


Adopt U. S. Valuation Basi 


The committee on valuation of secu 
ties of the Association of Superintent 
ents of Insurance of the Provinces 4 
Canada has adopted, without chang 
the resolution of the National Conve! 
tion of Insurance Commissioners. Th 
action of the provincial superintendent 
differs from the action taken recent 
by Superintendent Finlayson of Canad 
Some of the companies in the Dominio 
are responsible to the Canadian depa' 
ment, but most operate under the pr 
vincial authorities. 

The provincial superintendents’ comm 
mittee consisted of B. Arthur Dug: 
Quebec, and R. Leighton Foster, 01 
tario. 

These men attended the meeting 4 
the National Convention of Insurani 
Commissioners, at which the valuati0 
question was decided. They express 
the belief that the basis of valuatios 
approved by the commissioners in th 
country is sound and that, because § 
the international character of the inst 
ance business, so far as Canada and 4 
United States are concerned, it is in! 
best interests of the business and # 
public that the Canadian provinces % 
prove the same basis of valuation as t 
adopted by the commissioners of 
United States. : 
About Jan. 15, the Canadian supe 
tendents will forward the security v4 
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STABILITY 


STORMY years have passed—but the 
tree stands firm, because its roots go 
deep. 


NYNL calls attention to certain fac- 
tors which like the deep roots of the 
oak have contributed to its remarkable 
stability and growth: 


LIQUIDITY—N*NL today has three 
times as much Cash and U. S. Govern- 
ment bonds as it had at the close of 
1929. This factor of liquidity has in- 
creased steadily throughout the depres- 
sion until now 16.8 per.cent of the Com- 
pany’s assets are in Cash and Govern- 
ment Bonds, as compared with 5.9 per 
cent, the average of all companies. This 
improvement in liquidity, in the face of 
unprecedented demands for cash, has 
been accomplished through the regular 
and normal operation of the Company’s 
business. 


DIVERSIFICATION—Aside from U. 
S. Government bonds, N¥NL’s largest 
single investment is in its Home Office 
building, which represents but 1.2 per 
cent of its total assets. More than 2,300 
separate items, ranging from $1,000 up, 
appear in its investment portfolio. 


QUALITY OF INVESTMENTS— 


Careful research guides the choice of 


each investment, and constant study of 
investment trends makes possible the 
proper disposal of any security whose 
desirability may be questioned in the 
light of existing or anticipated condi- 
tions. N¥NL’s assets, as always, repre- 
sent sound values. 

NYNL continues to follow the sound 
practice of valuing all its bonds in good 
standing on the amortized basis. The 
values of the few bonds on which in- 
terest is overdue or which are otherwise 
temporarily in default are adjusted to 
their actual market value as of Decem- 
ber 31, 1933 through an appropriate 
contingency reserve. 


QUALITY OF MANAGEMENT—The 
same care and discretion which char- 
acterize NYNL’s investment policy per- 
tain to the operation of all its depart- 
ments, with the result that the Com- 
pany is nationally recognized as one of 
the strongest and most progressive 
companies in the United States. This 
enviable position is not a matter of 
chance, but rather is due to the capable, 
conservative, and well-balanced man- 
agement which has consistently admin- 
istered the Company in the interest of 
its policyholders. 


NYNL invites close scrutiny of its 49th 
Annual Financial Statement. 


DIRECTORS 


F. A. CHAMBERLAIN 


E. W. DECKER 


Cc. T. JAFFRAY 


Chairman Executive Committee | Chairman of Board Northwest- _ President “Soo” Railway 
First National Bank and Trust ern National Bank and Trust 


Company. Company. 
THEODORE WOLD 
President Northwestern National 
Bank and Trust Company 


T. F. WALLACE 


President Farmers & Mechanics FRANK T. HEFFELFINGER 
President F. H. Peavey & Co. 


Savings Bank 


E. L. CARPENTER 
Chairman of Board, Shevlin, Company 
Carpenter & Clarke Company 


A. F. PILLSBURY 
Treasurer Pillsbury Flour Mills 


0. J. ARNOLD 
President Northwestern National 
Life Insurance Company 



















December 31, 1933 


RESOURCES 
COR eo r2cdh Ria (2.79%) $1,328,063.96 
U. S. Government Securities........ (14.02%) 6,676,082.78 
Canadian Governments............. (1.25%) 595,519.73 
Other Bonds: 
State, County, and Municipal... .. (6.66%) 3,171,424.81 
Railroad Mortgage Bonds....... ... (9.10%) 4,333,760.18 
Railroad Equipments............. (6.54%) 3,113,047.70 
a a,” ee eee (4.78%) 2,275,120.04 
pp SR. ee ae (1.14%) $41,753.36 
De PEE CEE ERLE ( 87%) 386,590.22 
First Mortgage Loans: 
UE 2 a aes a ene ee (8.59%) 4,087,944.14 
CR EO oe 5.5 oo 22 ch or ate n bees (10.75%) 5,117,707.31 
Cy SO eee eee (21.05%) 10,020,195.54 
Real Estate (Incl. Home Office Bldg.) (5.60%) 2,668,654.98 
Real Estate Sold Under Contract.... ( 38%) 178,691.45 
Premiums, Due and Deferred... .... (4.71%) 2,243,582.00 
Interest Due and Accrued and Other 
PR a ett axes ava don vaiaand xe (1.83% 873,543.22 
IRE Aber Ss ceeassueey (100%)$47 611,681.42 
LIABILITIES 
Meadeue Gre Wamewee. 0 525 3s ec 2dkk iss $37,221,304.00 
Death Claims Due and Unpaid............. None 
Claims Reported but Proofs not Received 85,007.22 
Reserve for Claims Unreported............. 75,000.00 
Present Value of Death, Disability, and other 
Claims Payable in Instalments........... 2,310,316.50 
Premiums and Interest Paid in Advance. .... 956,689.05 
Reserve for Taxes Payable in 1934 ......... 285,693.59 
CRO OMNES ao a oes eee snc chsesee 315,293.03 
Profits for Distribution to Policyholders.”. . . . 1,766,206.59 
Miscellaneous Contingency Reserves........ 700,304.68 
General Contingency Reserve.............. 1,000,000.00 - 
Surplus to Policyholders (Including 
$1,100,000.00 Paid-in Capital) ........... 2,895 866.76 
EME MEES 5 ¢ 5 Sinscra tras Ponce $47,611,681.42 


Insurance in Force $357,062,108 





SERVICE 


Durinc four depression years N¥NL has: 


Paid in Death Claims .... 
Paid Living Policyholders . . 
Loaned Policyholders on the 


Sole Security of Their Policies 12,800,000 


Since Organization in 1885, N¥NL has Paid 
Policyholders and Beneficiaries over 
71; MILLION DOLLARS 


th year 


NORTHWESTERN NATIONAL 


LIFE INSURANCE COMPANY 


STRONG 


MINNEAPOLIS, MINN. 


FINANCIAL STATEMENT 











































- « $ 8,700,000 
- - 17,900,000 
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Gratifying Increases in 


Life Sales Are Reported 





The Ohio State Life’s November busi- 
ness showed a 50 percent increase. 
* * 


The Des Moines agency of Union Cen- 
tral Life made a 125 percent gain in 
business in December and _ produced 
more than 34 percent more business in 
the last seven months of 1933 than in 
the corresponding period of 1932, ac- 
cording to F. G. Applequist, manager. 
An increase in business each month 
since May has boon: shown. 


C. O. Fischer, St. Louis general agent 
for the Massachusetts Mutual Life, re- 
ports that December was the best De- 
cember in the 50 years the general 
agency has been in operation, 278 ap- 
plications being written for $1,680,000 
of new business. Mr. Fischer also reports 
that in November and December there 
was a marked decline in the requests 
for policy loans and that many policy- 
holders who had borrowed on their in- 
surance are now repaying such debts. 


Ben Thorp, Dallas, Texas, manager 
for the Colorado Life and the Gibraltar 
Life & Accident, reports a splendid busi- 





ness for the year—November having the 
largest production of any month in the 
year. Business to Dec. 15 was ahead of 
November business. The Thorp agency 
has recently doubled its space in the 
Allen building. ra 


The Church Life of New York City, 
a subsidiary of the Church Pension Fund 
of the Protestant Episcopal Church, 
shows an increase of 39.4 percent in vol- 
ume in 1933. Annuity sales were over 
50 percent greater than in 1932. 

The report shows 94.4 percent increase 
in anntities for December of this year 
over the same month last year. 


Due to a new time control system, L. 
W. Spicard, Detroit manager for the 
Bankers of Iowa, reports December pro- 
duction showed a marked increase over 
November, bringing December business 
to a level 37 percent higher than in De- 


cember, 1932. 
* * 


During three of the last five months 
the Kansas agency of the Business 
Men’s Assurance under Manager B. A. 
Hedges exceeded its production for the 
same months of 1932. In the five 
months with but 56 percent as many 
agents, the agency paid for 87 percent 
as much business as in 1932. The aver- 
age per man was 55.6 percent greater 
in 1933 than in 1932. 
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The Criterion 


a HE true measure of progress 

in an institution is perform- 
ance—not for the day only—but 
over the years. This progressive, 
time-tried Company is in its fortieth 
year of consistent, conservative, 
steady performance. It has paid 
$85,000,000 
to policyholders and their 


beneficiaries . 


THE 


STATE LIFE 


INSURANCE COMPANY 


Indianapolis 
Indiana 


FORTIETH YEAR 


in benefits 







































President Is Honored 


by the Rate Book Men 














GEORGE W. STEINMAN 


The Midland Mutual Life of Colum- 
bus, O., closed the year in excellent 
shape. It held a Steinman campaign in 
honor of the new president, G. W. 
Steinman, in the closing quarter. This 
gave a 25 percent increase for the quar- 
ter and a 50 percent increase in Decem- 
ber. Mr. Steinman was elected presi- 
dent in September, succeeding the late 
H. B. Arnold. The company closed the 
year with over $100,000,000 in force, a 
loss of about 5 percent. The Midland 
Mutual has paid its policyholders over 
$500,000 more in dividends than the 
total of all death claims in its 28 years 
of operation. The mortality averages 
40.2 percent for 28 years with about 35 
percent last year. It prides itself on its 
comparatively low lapse ratio. 

conference of general agents was 
held last week at the head office. The 
Tice & Jeffers agency in Columbus 
showed an increase in insurance in 
October of 30 percent over October the 
year before, in November the increase 
was 60 percent and in December 120 
percent. 


Warrant Issued on Charge 
of Fraud Against J. I. Reece 





Charging conspiracy to defraud Ten- 
nessee, a warrant was issued at Nash- 
ville against Joseph I. Reece, former in- 
surance commissioner, Davis, 
Nashville banker; Vance Alexander, 
Memphis banker, and A. V. Louthan, 
Nashville lawyer. Assistant Attorney 
General Goldschein, had sworn to 
the warrant before a magistrate, and 
charged that the four conspired to de- 
fraud the state of $22,632 to be used in 
the gubernatorial campaign of Novem- 
ber, 1932. Grand jurors recently refused 
to return an indictment in the case and 
when Goldschein asked dismissal of the 
jurors who voted against the proposed 
indictment, Criminal Judge Hart sus- 
tained the grand jury’s action. 

Indicted for the alleged abstraction of 
$100,000 in bonds from the Tennessee 
department of insurance, Mr. Reece is 
scheduled for trial Feb. 10 in the criminal 
court at Nashville. His trial has been 
postponed five times because of illness. 


Sun Life Coast Conference 


The Sun Life of Canada will hold its 
Pacific Coast managers’ conference in 
San Francisco Jan. 17-19. H. M. Moore, 
superintendent of agencies from the 
home office, will attend. G. T. Bryson, 
inspector of agencies, is also expected to 
be present. 

The Sun Life will hold its annual 
agency convention next summer at 
Banff, Can. 
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“You look like you've made a 
New Year's Resolution.” 

“You bet I have, and I’ve got 
more than a Resolution . . I’ve 
got a system . . a system that 
works.” 














The Continental American offers 
to its field men an exclusive and 
proven system of prospecting and 
recording that efficiently and 
profitably planned each day's 


work, 
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For Agency Matters Address 
GEORGE A. MARTIN, Vice-President 















January 5, 1934 





LIFE INSURANCE EDITION 


7 

















Early Career of Franklin Mead 








The career of the late Franklin B. 
Mead, executive vice-president of the 
Lincoln National Life, is a striking il- 
lustration of the opportunities that were 
afforded in the life insurance field in the 
development of new companies follow- 
ing the Armstrong Investigation. It 
was with Mr. Mead’s father, H. C. 
Mead, that THE NATIONAL UNDERWRITER, 
then the “Ohio Underwriter,” had its 
first office in the St. Paul building in 
Cincinnati when the paper was estab- 
lished in 1897. Mr. Mead, Sr., was the 
general agent of the Security Trust & 
a Life of Philadelphia, a sub-standard 

company afterwards merged with the 

Pittsburgh Life & Trust, which was 

taken over by the Metropolitan. This 

substandard business turned out to be 
more profitable than ordinary. Franklin 

B. Mead as a very young man joined 

his father, even then became the main- 

stay of the agency and handled much 

of the business which was secured on a 

brokerage basis from the agents of the 

regular companies in Cincinnati who had 
risks which they could not place in their 
own companies. 

Mr. Mead, through his practical ex- 
perience with substandard risks, con- 
ceived the ambition of becoming an ac- 
tuary and went to the University of 
Michigan, where he took the actuarial 
course, on completion of which he en- 
tered the home office of the Michigan 
State Life of Detroit and went with the 

§ Lincoln National Life when the Mich- 
igan State was reinsured in that com- 
pany. 

Studying Mr. Mead’s remarkable de- 
velopment both as an actuary and ex- 
ecutive it is not unlikely that its germ 











NEW YORK NEWS 




















SOME NEW YORK CITY RECORDS 


The J. S. Myrick agency of the Mu- 
tual Life of New York in New York 
City paid for $2,554,691 in December as 
aaginst $2,546,465 for December, 1932. 
For the year the total production was 
$21,225,406 as compared with $26,557,- 
265 for 1392. 

The Luther-Keffer agency of the 
Aetna Life in New York City paid for 
$1,114,277 in December and for $23,- 
332,998 for the year. 

The Harold Taylor agency of the 
Mutual Life of New York paid for $3,- 
500,000 in 1933, a gain of $450,000 over 


1932. 





* * * 

LUTHER-KEFFER HOLIDAY DINNER 

The Luther-Keffer agency of the 
Aetna Life in New York City held its 
holiday dinner party last week. Among 
the home office representatives were 
President M. B. Brainard, Agency Secre- 
tary C. F. Gay, Vice-President and Ac- 
tuary E. E. Cammack; Vice-president 
J. B. Turn; Secretary J. B. Slimmon; 













offers HM Medical Director D. B. Cragin; Assist- 
e and meant Vice-president W. H. Dallas; As- 
nd y istant Actuary Ralph Keffer; Assist- 
ng a ant Actuary R. W. McCreery. Vice- 
and [president S. T. Whatley was absent as 


he was attending the funeral of Arthur 
ey general agent in Grand Rap- 
ids. 

* * * 
Cc. B. KNIGHT AGENCY PARTY 


The C. B. Knight agency of the 
Union Central Life celebrated the com- 
pletion of its twentieth year with a party 
and entertainment, 

Addresses were made by Paul S. 
anck, secretary-treasurer of the agency, 
and W. E. Barton, vice-president. Mr. 
Knight was unable to attend as he was 
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re on the eve of leaving for Arizona for 
| the remainder of the winter. D. H. 
ress Ward presided. Maurice Ziff, agency 
President Mm SSistant, had general charge of ar- 
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By E. JAY WOHLGEMUTH 


is to be found in his early work with 
substandard risks in the old Security 
Trust & Life. He always liked special 
problems. He had charge of the rein- 
surance work of the Lincoln National 
and from his actuarial training developed 
into such subjects as claims, employ- 
ment and personnel, accounting and in- 
vestments. 

His was the rare combination of the 


actuarial and mathematical mind applied 
to practical affairs, as exemplified in such 
men as the late John B. Lunger, vice- 
president of the Equitable, Travelers, 
New York Life and Prudential, in which 
latter company he first worked in the 
actuarial department. Another man hav- 
ing this combination is President George 
W. Smith of the New England Mutual. 
Still another is President M. A. Linton 
of the Provident Mutual. It is the one 
that will normally produce the highest 


type of life insurance executive, the type 


in which the intellectual predominates 
over business expediency, where prin- 
ciple is always present with practice. 





Although somewhat in the discard at 





the present time, the experience table 
on total and permanent disability was 
the joint effort of Mr. Mead and Actu- 
ary Arthur Hunter of the New York 
Life and it was made up partly from 
the long experience of a sick benefit 
fund in Manchester, Eng., at that time 
the best experience to be had. No doubt 
the contact which Mr. Mead had with 
substandard risks during his early days 
in Cincinnati had something to do with 
his development later on in his study 
and mastery of special life insurance 
and health subjects. 


There are 15,834 life insurance agents 
licensed in California. 

















Z UP 53% 








ACACIA’S 1933 ASSETS INCREASE 53% OVER 1929 





OUR years ago Acacia’s assets were $33,865,580. 
This year they are more than $52,000,000— 

53% higher. That isa sample of Acacia’s forge 
ahead through the depression years. Regardless of 
the times, progress is a habit of this Company. 


Preliminary Figures 


ACACIA’S 65th ANNUAL REPORT 


December 31, 1933 


ee ee ee more than $40,000,000 
IE Ss ss oon ia here As ew more than $347,000,000 
a PTET eer ee te ee more than $2,100,000 
Paid to Policyholders in Dividends....................-. more than $1,100,000 
Pale Ge Eibvi Peso 5 56s nk eis eect secu den more than $3,100,000 
i TE: Tn 5 2 FAD KN RR RRO ES KEE more than $3,000,000 
NE oo hace es hose bad baWeew ee deaedeeeeeee more than $52,000,000 


















) jewa can with confidence patronize Acacia to the limit. It gives as 
good insurance as can be obtained, at rates lower than the rates of 
any other mutual old-line company. 


Any man between the ages of 18 and 65, physically and morally 
acceptable, is eligible for Acacia low net cost insurance. 













101 Indiana Avenue 
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MUTUAL LIFE INSURANCE COMPANY 


William Montgomery, President 


Branch Offices in 61 Principal Cities 


Washington, D. C. 
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Discrimination as to Failures 


THE publicity given to the collapse of 
some legal reserve life companies has 
caused more or less consternation in the 
public mind because legal reserve life in- 
surance was looked upon as impreg- 
nable, regardless of the character of 
management and its ability. The worst 
that could happen to a policyholder in 
days gone by was that his company 
would be absorbed by some other com- 
pany but his interest would not be dis- 
turbed. Therefore it came as a great 
shock when receiverships were an- 
nounced for legal reserve companies. 

We have had innumerable failures in 
all other lines such as banks, building 
and loan associations and commercial 
enterprises of all sorts. Life insurance 
has been singularly free from out and 
out failure where the policyholder loses 
what he has contributed and his hope 
for the future. 

When one analyzes these legal reserve 
failures, so called, they are not in the 
same class as the usual commercial fail- 
ures. This is a distinction that life men 
should appreciate and be able to ex- 
plain to those that are prone to be hyper- 
critical because some companies have 
had to give up the ghost. 

We must keep in mind that the pri- 
mary function of a life company is to 
pay death claims. That was the object 
of life insurance in its pristine form. 
Then came the investmént form of pol- 
icy so that protection and a certain 
amount of investment were combined. 

The moratorium which was declared 
early in March certainly brought to the 
front the basic obligations of a life com- 
pany regardless of whether it was large 
or small, stock or mutual, eastern, west- 
ern or southern. It was necessary to 
conserve the funds of companies in 
order that death claims might be paid. 
At this time owing to the breakdown of 
the banks, hundreds of thousands of peo- 
ple then fell back on their life companies 
and if the latter had not been protected 
against this onslaught ruin would have 
been in the air and those that purchased 
life insurance for the purpose of protect- 
ing their families would have been lost 
in the shuffle. 


= 


So far as almost all the life insurance 
failures are concerned, death claims are 
being paid under contract by the com- 
panies taking over the policyholders or 
the business. The beneficiaries there- 
fore are receiving their money. It is 
true that it has been necessary to place 
a lien on the policies so that the loan 
and surrender values are affected. 

Therefore the “failures” so called, are 
not failures in the sense that we all have 
been in the habit of classifying as such. 
Where the contracts of a company are 
filled to a letter so far as the primary 
functions are concerned, it cannot be 
said to have been an out and out fail- 
ure. One company president in com- 
menting on this very subject says: 

“In talking with our own men we are 
advising them not to admit that simply 
because a company finds it necessary to 
reorganize or readjust its affairs, or even 
reinsure, it can necessarily be referred 
to as having ‘failed.’ Rather do we urge 
them to speak of it as having become 
sufficiently impaired so that under the 
very rigid laws and regulations under 
which life companies operate, it has been 
required that they make certain provi- 
sions to guarantee the continuation of 
the prompt payment of all death benefits. 

“With the exception of the slight 
amount represented by the interest on 
the lien, it 
under the companies I have mentioned 
are being paid fully and promptly. I 
maintain, therefore, that in a strict sense 
these companies have not failed and 
that we should discontinue referring to 
the number of failures that have oc- 
curred among the life companies of this 
country. You may feel that this is a 
rather strained construction to place 
upon the situation. I feel, on the other 
hand, that we ought to be doing every- 
thing we can to combat the idea that the 
structure of life insurance is not as 
sound as we have heretofore been taught 
to believe it to be. 

“We read every day, of course, of 
failures reported by the big commercial 
agencies and oftentimes the amount of 
liability set up is 10, 50, or even 100 
times the amount of assets listed. That 


is true that death claims | 











PERSONAL SIDE OF BUSINESS 





Charles F. Collins, assistant superin- 
tendent of agencies of the New England 
Mutual Life, leaves this week on an ex- 
tended tour which will keep him away 
from the home office until April. Mr. 
Collins expects to visit agents of the 
company through the southwestern part 
of the country. 


F. H. Searle, assistant secretarv of the 
Connecticut Mutual, has just celebrated 
his 45th anniversary of service with the 
company. The accounting department, 
which is under his supervision, now has 
125 employes as contrasted with only 
seven when he first became associated 
with the company, while the total num- 
ber of home office employes has grown 
from 40 to 479. It was not until some 
time after he entered the home office 
that any female help was employed. In 
Mr. Searle’s early days with the com- 
pany, all policies and copies of applica- 
tions, which are made a part of the pol- 
icy contract, were written by hand and 
those who possessed good penmanship 
were highly desired. Following experi- 
ence in the actuarial, renewal and cash- 
ier’s departments, Mr. Searle in 1913 be- 
came head of the accounting department, 
which is still under his jurisdiction. In 
1920 he was appointed assistant secre- 
tary. 

S. A. Swisher, assistant superinten- 
dent of agents Equitable Life of Iowa, 
is planning a trip to Cuba while he is 
recuperating from an attack of double 
pneumonia suffered while in New York 
City in December. He had gone to 
New York to attend the meeting of the 
Life Presidents when he was stricken. 
Mrs. Swisher was called to New York 
and plans to make the Cuban cruise 
with him. 


Ed Mays, president of the Conti- 
nental Life of St. Louis, has announced 
he will not be connected with the Grand 
National Bank of St. Louis either as 
president or a director when it reopens 
on a 100 percent basis within the next 
few weeks, and will devote his entire 
time to the Continental Life. 

Reports have been current recently in 
Virginia political circles that E. L. 
Trinkle, president of the Shenandoah 
Life of Roanoke and former governor, 
was planning to run for United States 
senator next year against Senator H. F. 
Byrd but he issued a statement the 
other day denying that he had any such 
idea in mind. “I am giving my entire 
attention to my duties as president of 
the Shenandoah,” he said, ‘and have no 
intention of seeking any political ap- 
pointment at this time.’ Mr. Trinkle 
was recently elected president of the 
Shenandoah after serving as executive 
vice-president for seven years. 


George W. Ayars of Los Angeles ad- 
dressed the business and protective law 
section of the California Federation of 
Women’s Clubs at its meeting Jan. 3 
on “Insurance Law and Insurance Com- 
panies.” He spoke on the same sub- 
ject at the December meeting of the 
South Pasadena Women’s Club. 


C. B. Knight, manager of the New 
York agency of the Union Central Life, 
celebrated his 20th anniversary of serv- 
ice in this capacity Jan. 1. He heads 
the largest agency in the company and 
one of the greatest agencies in the 
country. 

In 1900, he obtained his first position 








is in fact a real failure. But it seems 
to me there is something inherently dif- 
ferent between that sort of a situation 
and the one that has existed where the 
companies that have reorganized or re- 
insured have been involved.” 





as manager of a life agency in Pitts- 
burgh, and proceeded to make a suc- 
cess of his work. His next assignment 
took him to Philadelphia in the same 
capacity and again his efforts resulted 
in his formation of the largest agency 
in his company. The next January saw 
him go to New York with the Union 
Central and from a small beginning 
build the outstanding agency he now 
heads. 

J. C. Higdon, vice-president and di- 
rector of agencies of the Business Men’s 
Assurance, spent last week in Texas and 
Arkansas and has been in Indiana, Ohio 
and Illinois this week. 


H. V. Montgomery, associate general 
agent for the State Mutual in San Fran- 
cisco, who suffered painful injuries while 
horseback riding, is rapidly recovering 
and expects to return to his office within 
another week. 


H. M. Simpson, Federal Life manager, 
Denver, and Mrs. M. A. Carroll, man- 
ager at Cedar Rapids, Ia. have just 
completed their seventh year of consec- 
utive weekly production. They quali- 
fied as charter members of the com- 
pany’s App-a-Week Club the first week 
it was organized. 

One member of the club has written 
at least one life application each week 
for six years and two for over five 
years. 


President T. W. Appleby and John H. 
Evans, vice-president in charge of agen- 
cies of the Ohio National Life, are mak- 
ing a trip shortly after the first of the 
year to the Pacific coast visiting the 
various agencies. They will hold agency 
meetings Jan. 9 in Seattle and Jan. 18 
in Los Angeles and expect to return to 
Cincinnati the latter part of January. 





Former Agency Man for 
the Travelers Is Dead 

















McBURNEY 


Ss. R. 





S. R. McBurney, who retired as super 
intendent of agencies of the life and ac 
cident department for the Travelers : 
1924, died last week at Los Angeles. 
was born in Cedar Rapids in 1868 a 
joined the Travelers in 1887 as cashiet 
in the Iowa and Nebraska state agency: 

Later he was made cashier at St 
Louis under John L. Way and whet 
Mr. Way was made second vice-pres" 
dent at the home office, Mr. McBurney 
was made St. Louis manager. He wel 
to Hartford in 1907 as superintendent of 
agencies. 
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NEWS OF THE COMPANIES 





itts- Travelers Writes 453 Million 








suc- 

1ent 

ame Total Income of Three Companies More 

lted Than $453,000,000—Life Premiums 

ncy Are $99,182,000 

saw 

nion ; ; 

ning HARTFORD, Jan. 4.—Life business 

now written by the Travelers in 1933 totaled 
more than $453,000,000 and the total in- 
come of the three Travelers companies 

." was $189,334,000 of which $159,150,000 

feo came from premiums. Of this total 

d $99,182,000 came from life insurance 
Ohio premiums. The 1933 volume of pre- 


miums of the three companies came 
within 4% percent of that for 1932. An 
increase was registered in group insur- 
neral i ance. 


qran- In commenting on_ these results, 
while President L. Edmund Zacher said: “A 
ering — very satisfactory. improvement in the 
ithin character of the companies’ business has 


been made during the past year and we 
enter the new year with the organiza- 
tion as a whole better equipped than 


ager, ever before to serve our agents and 
man- policyholders. Let us look forward to 
Just 1934 with confidence and be prepared 

msec- | to prosecute our opportunities with dili- 

quali- gence and success.” 

com- Further purchases of government se- 
week curities were made by the Travelers 


F companies during the year and these 

ritten holdings now amount to $112,200,000, or 

week an increase of $27,400,000. Cash on 

- five § hand is $18,000,000, slightly more than 
a year ago. 











hn i. b ° 
azen. | Can’t Draw Down Deposits 
mak- 

of the Colorado Supreme Court Refuses 
g the Pacific States Life Right to Funds 
gency ; 

gg of Reinsured Company 

urn to + fe 

ary. Permission has been refused by the 


Colorado supreme court for the Pacific 
—— States Life of Hollywood, Cal., to draw 


, down the securities of the old Farmers 
Life of Colorado, which are on deposit 
ead with the Colorado insurance department. 


The Pacific States Life in 1931 reinsured 

the Farmers Life. The lower court held 
| for the Pacific States. 
Securities were deposited under the 
legislative act of 1913, section 2481, 
C.L.1921. This statute intended that the 
securities deposited with the commis- 
sioner should be maintained for the 
benefit of policyholders who took out 
their policies while the 1913 statute was 
in effect and before the amendatory act 
of 1925 was adopted. 

The supreme court held that the se- 

curities in controversy were deposited 
for the express purpose of securing to 
the policyholders the policies which had 
been issued to them and constitute an 
exclusive trust for such purpose only, 
which remains in force until the object 
has been fulfilled and discharged. The 
policyholders, who took ont their insur- 
ance previous to the enactment of the 
Statute of 1925, had a vested right in 
the securities which theretofore had 
been deposited with the commissioner 
and it was beyond the power of the gen- 
eral assembly, even if it attempted to do 
so, to authorize the withdrawal of such 
deposits over the objection of such pol- 
icyholders which was in due time inter- 
posed by the commissioner acting in 
their behalf. 
s super The Pacific States Life is having the 
and acm Same sort of controversy in Indiana and 
elers inf Illinois, where it sought to draw down 
the deposits of the Chicago National 
Life, which it reinsured. 














Has Three Agency Clubs 


The General American Life of St. 
Louis has launched three agency clubs; 
the President’s Club, for agents in the 
$200,000 class; the Leadership Club, 
$100,000 to $199,000, and the Progress 
Club, $50,000 to $99,000. 








New Statement Being Issued 





Northwestern National Life One of the 
Earliest Companies with Its 
Financial Exhibit 





The Northwestern National Life of 
Minneapolis is one of the first compa- 
nies every year to come out with its new 
financial statement. President O. J. 
Arnold is still waiking at the head of the 
procession as his new figures for Dec. 1, 
1933, are issued. The assets are $47,611,- 
682 of which 2.79 percent or $1,328,064 
are cash, 14.02 or $6,676,083 are United 
States government securities, 1.25 -or 
$595,520 Canadian government, 6.66 or 
$3,171,425 state, county and municipal 
bonds, 9.1 or $4,333,760 railroad bonds, 
6.54 or $3,113,048 railway equipment, 
4.78 or $2,275,120 public utility, 8.59 or 
$4,087,944 farm loans, 10.75 or $5,117,707 
city loans, 21.05 percent or $10,020,195 
policy loans, 5.6 or $2,668,655 real estate 
including home office building, 4.71 or 
$2,243,582 premiums due and deferred. 
It shows $37,221,304 legal reserve, $2,- 
310,317 disability and installment re- 
serve, $1,766,207 policyholder dividend 
reserve. Its contingency reserves are as 
follows: Miscellaneous $114,019, land 
and loan $381,731, bond default $204,554, 
general contingency $1,000,000, capital 
$1,100,000, surplus to policyholders $2,- 
895,867, insurance in force $357,062,108. 

Its income last year was $11,250,000, 
it paid beneficiaries $2,000,000, paid liv- 
ing policyholders $5,250,000.. Its new 
business was $65,000,000, it paid policy- 
holders and beneficiaries since organi- 
zation $71,250,000. Its assets increased 
$500,000. By increasing its holdings of 
cash and United States government 
bonds to the point where they now rep- 
resent nearly 17 percent of its assets, 
the company finds itself to be in the 
most liquid condition in history. 

“This substantial increase in liquidity, 
bringing the total of cash and govern- 
ment bonds held by the company to 
$8,004,146, was accomplished through 
the regular and normal operation of the 
company’s business and without resort- 
ing to the sale or pledge of any asset,” 
President O. J. Arnold said. 

In valuing bonds the Northwestern 
National Life follows the sound and ac- 
cepted practice of carrying all in good 
standing on an amortized basis as re- 
quired by law, while for those few tem- 
porarily in default it sets up an appro- 
priate contingency reserve to adjust 
them to their actual Dec. 31 market 
values. 





Action of Volunteer State 





Company Votes to Add $750,000 to Its 
Surplus and the Contingency 
Reserve 





The Volunteer State Life at a special 
meeting of stockholders added $750,000 
to surplus and contingency reserve. 
This will give the company a total of 
these items in excess of $1,100,000. The 
result is the establishment of a stronger 
and better balanced capital structure. 
This action was accomplished by reduc- 
ing the par value of capital from $25 to 
$10 a share. The equities of the stock- 
holders have not been changed. Presi- 
dent A. L. Key in a report to the stock- 
holders told of the activities of the com- 
pany. He called particular attention to 
the fact that during the first 11 months 
of last year the agency organization 
had paid for more new business than 
during the similar period of 1932. He 
found that there had been a correspond- 
ing betterment in all departments. He 
emphasized the materially improved 
business conditions prevailing through- 
out most of the territory in which the 
company operates. He said that it is in 
a stronger investment position than ever 
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GOOD NEIGHBOR 
OF A NATION 


ELIANCE LIFE — with 36 branch offices 
and more than 1500 Reliance-trained, 
Reliance-supported representatives — is “next- 
door neighbor” of the residents of 32 states and 
the District of Columbia. Considerate service, 
and intelligent counsel in applying life, accident 
and health insurance to the varying needs of 
man, woman and child have gained for Reliance 
its enviable reputation as a policyholders’ 
company. 


Ask J. C. Kirby 
San Antonio, Tex. 


Representing Reliance Life 
for More Than 15 Years 


RELIANCE LIFE INSURANCE COMPANY OF PITTSBUR 





WANTED: Managerial 


ee AR 


BUFFALO MUTUAL Siztes of 
LIFE INSURANCE COMPANY 
_— New York 


and Ohio 


There are many men who would make good local and district 
managers for this 62 year old Company. Weare trying to find 
them. And when we do they will be glad to hear our story. 
But, frankly, the best managers we have found were men who 
started with us as agents. Our problem is to fit good men to 
available territory in the states of Ohio and New York. 


Buffalo Mutual Life is a progressive Company, growing fast, 
but not so large as to make individual attention and instruction 
difficult. If you feel you are managerial material and are will- 
ing to prove it by starting as an agent, write in confidence 
and detail to E. Parker Waggoner, Supt. of Agents, Buffalo, N.Y. 


18 POLICIES... Birth to Age 60... DEPENDABLE PROTECTION 


Whole Life Special @ 20 Payment Life Special @ Multiple Option Life and Annuity e@ 

10 and 20 Year Modified Ordinary Life @ 10 and 20 Year Family Income @ Endowment 

at Age 65 @ Ordinary Life, Endowment at 85 ©@ 20 Payment Life, Endowment at 85 

e@ 10, 15 and 20 Year Endowment e@ Special Convertible Term @ 10 Year Term @ 
Children’s Policies (Three Forms) Birth to Age 10 
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and has a cash balance in excess of 
$500,000. 


Liberty National Increases 
Ordinary Sales 34% in 1933 


The Liberty National Life of Alabama 
increased its new ordinary business 34 
percent in 1933 for an estimated paid 
total of $4,971,700 compared to $3,710,- 
745 in 1932. The Liberty National’s 
total insurance .in force, including both 
ordinary and industrial, is now $35,840,- 
325 or an increase of $3,500,000 over 
1932, which represents a 10 percent in- 
crease. 











To Show Many Gains 


President H. A. Behrens of the Conti- 
nental Assurance, in a-message to the 
field force, advises in a general way 
what the 1933 statement will show. 
There will be an increase in cash, United 
States government obligations and other 
public bonds. There will be an increase 
in insurance in force. The company will 
show the largest amount of insurance in 
force in its entire history and the great- 
est degree of liquidity in assets. There 
will be a contingency reserve for secur- 
ity fluctuations sufficient to write to 
market quotations all bonds ineligible for 





amortization and all stocks. The Con- 
tinental Assurance owns only preferred 
and guaranteed stocks. 


Gulf Meeting in New Office 


JACKSONVILLE, FLA., Jan. 4— 
The Gulf Life has moved its home 
offices to four full floors in the Green- 
leaf-Crosby building. Increase in busi- 
ness made the very much larger quarters 
necessary. 

The annual managers’ conference held 
in the new quarters brought a large at- 
tendance from all parts of the state. 
President T. T. Phillips reported ‘that 
“the Gulf Life is financially stronger 
and its assets more liquid than before 
the depression.” 








Jones Made Agency Supervisor 
Oscar V. Jones has become super- 
visor of agents of the United States 
Life. He has been assistant to W. H. 
Decker, whom he now succeeds. 


Gives Up Mexican Business 
OMAHA, NEB., Jan. 4—The Wood- 
men of the World has withdrawn from 
Mexico due to the monetary situation 
there and to the exchange difficulties in- 
volved in doing business on an inter- 
national basis. The association will turn 
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Mutual Legal Reserve. 


of adult policies. 





Salesmen— 


“A New Deal in Life Insurance” 





A Dollar’s Worth for a Dollar 

Participating, non-par rates; 
estimated average annual cost Ordinary Life, age 35 
$15.38 per thousand; Twenty-Pay Life paid up for 
$1,549 plus dividends per thousand in 20 years; Endow- 
ment pays $1,961.54 plus dividends per thousand if 
policy becomes a claim year it matures. 
lation available any time without note, interest or deduc- 
tion from face of policy; juvenile with all fine features 
Unlimited opportunities for agencies 
in Illinois, Michigan, Indiana, Missouri. 


NTERSTATE RESERVE 
LIFE INSURANCE 
COMPANY 


Mutual Legal Reserve Life Insurance 
Ten East Pearson Street CHICAGO Phone Superior 1714 


Excell ent 
Opportunity 


Cash accumu- 





TRIPLE INDEMNITY LIFE INSURANCE 


with Weekly Accident Disability 
- in One Contract for One Premium 


General Agency 
Contracts 


available at Bangor, Me.; 
Cincinnati, Ohio; Toledo, 
Ohio; Erie, Penna.; Har- 
risburg, Penna.; Altoona, 
Penna.; Williamsport, 
Penna.; and Detroit, 
Mich. 





UNITED LIFE 
and ACCIDENT 


INSURANCE COMPANY 
United Life Bldg., Concord, New Hampshire 


Inquire 








over business aggregating $1,500,000 on 
2,064 policies to an association formed in 
Mexico. Reserves of $200,000 will also 
be transferred. 


Will Concentrate Its Operations 


The Reserve Loan Life in order to 
cut down departmental expense and tax, 
inasmuch as it has not been aggressive 
in these fields for a number of years, 
has retired from Delaware, District of 
Columbia, Florida, Kentucky, Louisiana, 
Maryland, New Jersey, Pennsylvania, 








Virginia and West Virginia. It intends 


to concentrate its efforts on more profit- 
able territory where it has a satisfac- 
tory agency organization. 


Observe Silver Anniversary 


The last week in August has been set 
for the silver anniversary celebration of 
the Business Men’s Assurance. 








The Ohio department report on the 
Pure Protection Life of Cleveland as of 
July 1 shows new business for the six 
months $1,372,500, insurance in force 
$12,388,700, decrease $461,300, total in- 
come $97, 547, disbursements 82, 215, as- 
sets $847,771, surplus $101,14 
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Northwestern Mutual Change 





General Agents Thomas of San Fran- 
cisco and Hewitt of Oakland Retire 
—Iowa Field Revamped 





E. J. Thomas, Northwestern Mutual 
Life general agent at San Francisco, 
has retired, and after taking a vaca- 
tion and a long deferred rest, plans to 
devote his time to personal production. 
Mr. Thomas was a member of the part- 
nership of Smith, Thomas & Thomas 
which became general agent for North- 
western Mutual in San Francisco July 
1, 1907. He became sole general agent 
in 1924. Mr. Thomas started in life in- 
surance at the age of 20, becoming a 
general agent at 26 and serving as gen- 
eral agent for 26 years. Until the ap- 
pointment of his successor has been 
confirmed, the agency will be in charge 
of Miss Rosa Petersen as agency cashier. 

With the termination of the general 
agency contract of W. A. Hewitt at 
Oakland, Cal., the Northwestern Mutual 
Life has appointed H. Wallace, 
agency cashier at Oakland, pending the 
confirmation of the appointment of a 
new general agent. 

Mr. Hewitt, who will devote his time 
to personal production, started in the life 
insurance business in 1906 under the late 
W. J. Fischer, former general agent at 
St. Louis, serving in the capacity of 
clerk, field superintendent and agent. He 
was general agent for the company in 
Maine with headquarters at Portland for 
three years, and in 1924 was appointed 
general agent at Oakland. 


Iowa Territory Reassigned 


The Northwestern Mutual Life has 
announced that following the death of 
J. C. Garland, general agent at Dubuque, 
Ia., in October, it is continuing with four 
general agencies in Iowa instead of five. 
For the production of new business the 
Iowa territory has been changed effec- 
tive Jan. 1 into approximately four equal 
parts. The R. Pickford general 
agency at Cedar Rapids now has the 
northeastern part of the state, C. R. 
Garrett at Sioux City the northwestern 
quarter, J. J. Hughes at Des Moines the 
southwestern and J. H. Copeland at 
Davenport the southeastern territory. 
The agency cashier contract with T. W. 
Braden at Dubuque has been extended 
to Feb. 28 to permit collections of busi- 
ness in force of the former Garland 
agency and pending readjustment of 
business of that agency through the di- 
vision of the territory among the other 
four general agencies. 


Carroll Perdue of Des Moines has been 
named to succeed Rans Neels as district 
agent for the Register Life at Audubon, 
Ia, Mr. Neel goes to Davenport as gen- 
eral agent. 


Hommeyer Minneapolis Head 





Union Central Home Office Man Suc- 
ceeds C. M. Sullivan, Who Is 
Transferred to Toledo 





Paul Hommeyer, who has been as- 
sistant superintendent of agencies for 
the Union Central Life in charge of the 
southern district, has been made man- 
ager of the Minneapolis agency, suc- 
ceeding Claude M. Sullivan. 

Mr. Sullivan became manager of the 
Toledo agency following the resignation 
of S. Lloyd McAfee. 

Mr. Hommeyer has been in the agency 
department of the home office eight 
years. He was educated at Culver Mili- 
tary Academy and Dartmouth College, 
with his study centering on the mathe- 
matics of life insurance. He did gradu- 
ate work and served at Dartmouth as 
an instructor before joining the Union 
Central in 1926. He was in charge of 
the sales research department two years 
and then was appointed agency secre- 
tary. He entered field work in 1930 as 
district supervisor. He was elected as- 
sistant superintendent last January. 

Mr. Hommeyer is a son of Charles 
Hommeyer, vice-president of the Union 
Central, and has already had a wide ex- 
perience in the field as agency super- 
visor and in other capacities. 

Mr. Sullivan has been with the Union 
Central 16 years, having served as man- 
ager of the Sioux City, Ia., agency be- 
fore going to Minneapolis in 1931. 

Mr. McAfee, who became affiliated 
with the Union Central in 1895, and has 
been head of the Toledo agency since 
1908, will remain with the agency as 
general agent. He will devote his time 
- the service of his large personal clien- 
tele. 





Starrett Illinois Manager 





Former Peoria Life State Manager 
Takes Over That Territory for 
Ohio State Life 





W. E. Starrett, formerly with the Pe- 
oria Life, has been appointed manager 
for Illinois, outside of Chicago and vi- 
cinity, by the Ohio State Life. He will 
have offices at 503 Lehman building, 
Peoria. Mr. Starrett, who is widely 
known in life insurance circles, has been 
in the life insurance work for 35 years. 
His first connection was with the Na- 


Salesmen Wanted 
To Present Established Line to Life 
Insurance Home Offices, Agencies 
and Agents. 
Thrift Bpalectatay Comguny 


835 Howard St., Dept. E 
San Francisco 














An experienced life underwriter who has a 
proven production record in his present 
connection’ as associate general agent; who 
knows how to pick and train men and de- 
velop virgin territory wants to broaden his 
field of operation and desires a General 
Agency for a sound, conservative life com- 
pany. Willing to "locate anywhere. Can 
furnish references as to character and abil- 
ity. Address Y-12, The National Under- 


writer. 














3-DAY COURSE 


Get the “Dynamic Short Course,” puts a new man into pro 
duction at end of three days. Price $3.00 cash with order; fullre 
fund if complete plans are followed and you are not satisfied. 


Insurance R & R Service 


Indianapolis, Indiana 
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tional Life, U. S. A., of Chicago. He 
joined the Peoria Life about 25 years 
ago, serving first as general agent at 
Peoria and later as state manager for 
Illinois outside of Chicago. His organi- 
zation had produced as much as $10,000,- 
000 of business in a single year and this 
year, up to the time the Peoria Life met 
with difficulties, his territory had pro- 
duced $4,000,000 of business. An inde- 
fatigable worker in life insurance, Mr. 
Starrett’s only hobby is the overseeing 
of his 1,000-acre farm. He spent a day 
this week in Columbus completing plans 
for taking over his new work. 





C. H. Sagar, Veteran General 
Agent at Worcester, Retires 





After many years of splendid service 
with Northwestern Mutual Life, C. H. 
Sagar, general agent at Worcester, 
Mass., has retired at the age of 76. The 
territory of the Worcester agency, com- 
prising central Massachusetts, has been 
divided between the general agencies of 
B. H. Badenoch, Boston; . Hey- 
man, Springfield; and V. D. Griffin, 
Manchester, N. H. Collections of pre- 
miums in the former Worcester territory 
for January and February will be made 
by Mr. Heyman. 

Mr. Sagar started in life insurance 32 
years ago with the Kimball & Norton 
general agency in Chicago. Previously 
he had had considerable sales experience 
in other lines. His work with the Chi- 
cago agency included the training of 
men. In 1912 he was appointed general 
agent at Worcester and served with suc- 


-cess for 22 years. 





R. C. Gibson Takes Lincoln 


for Southwestern indiana 





R. C. Gibson of Vincennes, Ind., has 
been appointed general agent of the 
Lincoln National Life for southwestern 
Indiana. He will open new offices in 
the LaPlante building, and will have as 
his territory the entire southwestern 
section of the state. Burkhart & Moore, 
Indianapolis general agents, will control 
other southern territory in the state. 

All of Mr. Gibson’s business career 
has been spent in life insurance selling. 
He first entered the business as a per- 
sonal producer in Vincennes immedi- 
ately after the war. In 1921 he took 
over the management of the agency with 





which he was connected, and has been 
actively engaged as general agent of the 
National Life, A., and personal 
producer since that time. His personal 
production rate stands at an average of 
$500,000 a year. The Gibson agency 
has been continuously in operation since 
1915. 





W. L. Fitzgerald 


Announcement is made by James S. 
Kemper of Chicago of the appointment 
of W. L. Fitzgerald as manager of the 
life department of the Kemper insurance 
organization. Under Mr. Fitzgerald’s 
direction it is planned to broaden the 
facilities of the life department to make 
a complete service in that field available 
to clients of the Lumbermen’s Mutual 
Casualty and its affiliated companies. 

A native of Milwaukee, Mr. Fitzger- 
ald has a varied background of experi- 
ence in the transportation and insurance 
fields. The past four years he has been 
with the Northwestern Mutual Life, of 
which his brother, Edmund Fitzgerald, 
is vice-president. 





Edwin C. Huber 


Edwin C. Huber has been made man- 
ager at Wilmington, Del., for the Mu- 
tual Life of New York. He succeeds 
A. W. Swarts, who is retiring after 34 
years of service. Mr. Huber has been 
connected with the Mutual Life since 
1922 at Wilmington and has made a 
record as personal producer. 





American National Changes 


General agency appointments in 
Tulsa, Stamford, Tex., and Norfolk, 
Va., are announced by the American 
National of Galveston. L. Lock, 
who was general agent for the Bankers 
Reserve Life in northeastern Oklahoma 
at the time that company was merged 
with the Ohio National, has been ap- 
pointed at Tulsa. In 1929, in his first 
year in the life insurance business he 
paid for nearly a half a million dollars. 

R. B. Hills, who has been connected 
with the Missouri State Life, is the 
new general agent at Stamford. 

J. L. Storey, who was general agent 
for the Missouri State at Norfolk, has 
been named by the American National 
to cover southeast Virginia. In 1932, 
his agency produced for the Missouri 
State over $22,000 in paid first year 
premiums. 








LIFE COMPANY 


CONVENTIONS 





Arranges Sales Congresses 





Great West Life Will Hold Conferences 
of Its Agents at Various 
Points 





Announcement is made by H. W. 
Manning, assistant general manager of 
the Great-West Life, that sales con- 
gresses will be held at all branch offices 
throughout Canada and the United 
States. The first was hheld at Fargo, N. 
D., this week and the final one at Vic- 
toria, B. C., Feb. 26-27. Certain stand- 
ards of qualifications for out-of-town 
agents have been set up. 

The principal speakers will be H. A. 
H. Baker, manager Winnipeg branch, 
who will speak at Fargo, Minneapolis, 
Chicago, Detroit, Montreal, Fort Wil- 
liam and Vancouver; C. F. Dunfee, 
Manager Vancouver branch, who will 
speak at Calgary, Edmonton, Saskatoon, 
Regina, Winnipeg, Victoria and Seattle; 
A. P. Johnson, Detroit city manager, 
who will speak at Windsor, Hamilton, 
Toronto and other Ontario offices. C. F. 

ohistein, manager of the Montreal 
City branch, will speak at Ottawa, Sher- 
brooke, Quebec City, Halifax, St. John 
and Charlottetown. 

Albert Daoust, Quebec City managér; 
Paul Girard, Montreal country manager; 





J. R. McKenzie Marois, Sherbrooke 
manager, and Bernard Benoit, manager 
at Three Rivers, will assist the principal 
speakers in the Province of Quebec. G. 
C. Cumming, supervisor field service, 
and D. R. Ferguson, inspector of agen- 
cies, will each be a second speaker at 
various points. 


Gulf States Security Rally 


Agency Convention of Texas Company 
in Dallas Climaxed by Trip to 
Mexico City 











President Z. E. Marvin was in charge 
of the annual agency meeting of the 
Gulf States Security Life in Dallas, 
Tex., which discussed plans for the fu- 
ture and arranged a program for 1934. 
More than 200 agents and their wives 
were present at the banquet. 

J. F. Rodgers presided at the morning 
session. J. W. Carpenter, chairman of 
the board; H. R. Mitchell, chairman ex- 
ecutive committee, and Mr. Marvin 
spoke on past achievements and future 
prospects of the company. Mr. Marvin 
emphasized the high character of insur- 
ance salesman’s calling and the necessity 
of abolishing the apologetic attitude so 
prevalent among insurance salesmen. 

Optimism, both for the state and the 








1934 


America—now emerging from 
the painful yet purging eco- 
nomic punishment of the past 
four years, cleansing fires that 
literally drove business into 
more shrewdly calculating man- 
agement that wrings the last 
penny of profit from every dol- 
lar invested, and a citizenry 
schooled to the wisdom of true 
thrift with the fruits of employ- 
ment—what a land of opportu- 
nity for courageous men and 
women. 


1934 extends a promise that, 
unlike the prophecies of other 
years, is pledged to sound prog- 
ress and lasting profit because 
the foundations upon which 
workers will build is of the 
solidity of rock—not the treach- 
erous sand of an ephemeral 
prosperity. 
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YOU 
and 1934 


Are you planning for 1934? Consider these 
points: (1) Good, solid, productive territory in 
Iowa, Minnesota and Nebraska; (2) Personal, 
interested field help by experienced home office 
officials; (3) A complete line of modern policies; 
and (4) A 27-year record of service to agent and 
policyholder. These mean opportunity for YOU. 
Write. 


Net policy reserves over $3,751,000.00. 


The Old Line Cedar-Rapids Vite 


INSURANCE COMPANY 
Cedar Rapids, lowa 


° Colonel C. B. Robbins, President 
C. B. Svoboda, Secy.—Jay G. Sigmund, Vice-Pres. & Agency Director 
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company’s future, was the note of Mr. 
Carpenter’s talk. With Texas and its 
natural resources as a background, he 
expects the company to grow right along 
with the state. Merchants have experi- 
enced better business in the past few 
months than they have in four years 
and the period of 1934 will see unprece- 
dented growth and revival of general 
business, he declared. This will open up 
new fields for insurance as well as other 
business. 

Mr. Mitchell spoke chiefly to the 
novices in the company, encouraging 
them to set a definite mark and realize 
that it is an index to their efficiency. As 
an indication of the improvement in eco- 
nomic conditions, he presented the re- 
duction in the number of small claims 
and the lessening of insistence with 
which they are pressed. 

The afternoon session, at which Lay- 
ton Stroud presided, was taken up with 
general discussion of questions brought 
up by the agents. 

The agents qualifying left for Mexico 
City immediately after the convention. 
About 35 agents and their wives made 
this trip, in addition to a number of 
company officials: 


Trinity Life Agents Pledge 
$8,000,000 for Coming Year 


FORT WORTH, TEX., Jan. 4— 
Approximately 60 agents, representing 
one-third the field force of the Trinity 
Life of Forth Worth, attended the an- 
nual sales convention here Dec. 29. 

. R. Ray, manager Fort Worth 
agency, presided and A. P. Barrett, a 
director, gave the address of welcome 
and J. R. Dowell of Amarillo responded. 

As a New Year’s surprise, President 
A. Morgan Duke was presented with 
applications for more than $80,000. In 
outlining the progress of the company, 
which is beginning its third year in its 
Fort Worth home, Mr. Duke said the 
written business increased in 1933 and 











pointed to 1934 as a successful business 
year. 

Pledges and quotas were asked of the 
agents present and the response was 
$8,200,000. Other plans for the new year 
include an “app-a-week” club and a 
$100,000 club. Eleven men were pre- 
sented awards in recognition of out- 
standing business produced the past 60 
days. 

Speakers included J. R. Plummer, sec- 
retary-treasurer; Joe Woodward, assis- 
tant secretary; Butler Smiser, J. R. Ray, 
Sam Emerson, Jr., manager government 
personnel division, and T. J. Moody, 
agency director. 


General Agents of Mutual 
Trust Life in Conference 








Thirty-five general agents of the Mu- 
tual Trust Life are in Chicago this week 
for a two-day conference with head of- 
fice officials. The company has just 
closed a year in which its already sound 
financial position has been strengthened 
by substantial increases in the cash and 
government bond accounts. | 

Vice-president A. B. Slattengren pre- 
sided at the sessions yesterday morn- 
ing. The first speaker was President 
Edwin A. Olson, who was followed by 
I. L. Grimes, secretary and actuary. 
Other speakers at that session were O. 
D. Olson, vice-president and treasurer, 
C. W. Noble, agency director, and B. N. 
Woodson, Jr., agency secretary. 

A banquet was held last evening, at 
which announcement was made of a new 
award, the president’s trophy, to be 
given at the end of each quarter to the 
agency whose business exceeds its quota 
for that period by the greatest per- 
centage. 

Service buttons were awarded to a 
number of the men, 25 year buttons 
going to John H. Ehn, general agent 
at Hartford, and Vice-president Slatten- 
gren. 

O. I. Hertsgaard, general agent at 
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Reserves 


A surplus of nearly Two Million Dollars is main- 
tained today for the added protection of Yeomen 
Mutual Life policyholders, this in addition to the 
required legal reserve of more than Twenty-Two 


Million Dollars. 


From current 


income since 


March, 1933, there has been invested more than 
$825,000.00 in U. S. Government Bonds. 


A company with such a financial setup—and a vig- 
orous expansion program—invites the consideration 
of men who want to forge ahead in the insurance 


business. Write. 


YEOMEN MUTUAL LIFE 


INSURANCE COMPANY 








Minneapolis, was presented with a 20- 
year button. 

Mr. Noble is chairman of Friday’s 
sessions. The speakers include Gilbert 
Knudtson, Los Angeles, L. R. Lunoe, 
Boston, manager eastern department, 
Mr. Slattengren, Mr. Ehn, President 
Olson and H. E. Beckman of Rockford, 
Ill., whose 1933 record exceeded 1932 
by the greatest percentage of any of 
the Mutual Trust agencies. 


Guardian Managers Meet 
The annual managers’ meeting of the 
Guardian Life of New York will be held 
at the Traymore hotel, Atlantic City, 
Jan. 17-19. 








Agencies in Joint Meeting 
Representatives of the Oklahoma and 
Wichita, Kan., agencies of the Pacific 
Mutual Life met in Oklahoma City for 
discussion of plans and sales methods 
for the new year. Speakers included L. 
C. Swinney, general agent, J. A. Meyers, 
. J. Stewart and A. Schroder, 
Wichita; W. R. Hoefflin, Los Angeles; 











Rex Rafferty, Chicago; J. Baumann, 
Fort Worth; F. L. Sveska, Omaha; S. 
M. Murrell, Dallas; C. H. Bryant, Tulsa; 
Miss Corrine Breeding and M. C. White, 
Oklahoma City. 


’Phone Talks Feature Meeting 

A special telephone broadcast by home 
office officials of the National Life of 
Des Moines featured. a regional gather- 
ing of 33 Missouri and Illinois general 
agents in St. Louis. President William 
Koch -personally attended the gathering 
and discussed plans for 193%. Telephone 
talks were made by six other home office 
executives. : 


Provident General Agents to Meet 


The annual convention of the General 
Agents Association of the Provident Mu- 
tual will be held in Atlantic City Feb. 
6-8. Inspirational and educational talks 
will be made by the company officials 
and general agents. The program will 
be arranged so that those in attendance 
may enjoy recreational pleasures while 
at the shore resort. 














Form Utah Insurance Council 





R. W. Anderson, Sun Life of Canada, 
Heads New Organization to 
Administer Codz2 





SALT LAKE CITY, UTAH., Jani4. 
—Permanent organization of the Utah 
Insurance Council formed to work in 
connection with the administration of 
the Utah code of fair practices for the 
insurance business, has been effected. 
R. W. Anderson, Sun Life of Canada, 
was chosen chairman; James Rogers, 
Rogers-Evans Company, vice-chairman; 
T. W. Muir, Selbach Insurance Agency, 
treasurer, and A. P. Bradley, Hogle 
Investment Companly, secretary. All 
are from Salt Lake City. 


Cleveland General Agents 
Launch New Organization 





CLEVELAND, Jan. 4.—At a meeting 
of the general agents’ group of the 
Cleveland Life Underwriters Associa- 
tion, a permanent organization was 
formed with the following officers: Pres- 
ident, C. R. Walker, Equitable of Iowa; 
vice-president, H. G. Wischmeyer, John 
Hancock; treasurer, D. C. Dickson, 
Guardian Life; secretary, George Tho- 
baben, secretary Cleveland Life Under- 
writers Association. 

The governing committee includes the 
officers, E. W. Snyder, Massachusetts 
Mutual, and E. W. Brailey, New Eng- 
land Mutual, president Cleveland Life 
Underwriters Association. The commit- 
tee is now at work preparing by-laws 
and setting up organization machinery. 


To Turn Over All Assets 


Formal order has been given Receiver 
Abel Davis of the Illinois Life to turn 
over assets and real estate holdings to 
the Central Life of Des Moines, which 
reinsured the company on a management 
basis. Directors of the Illinois Life 
were instructed to meet and -~preve 
the final acts in carrying out the rein- 


@ HENRY GRADY 


HOTEL + = aruanta 
GEORGIA 


550 Rooms of Comfort and 

Convenience. Each with Private 

Bath, Two or More Windows, 

Circulating Ice Water, Ceiling 
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Full Length Mirror Door. 
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Shop 


Rates From $2.00 











surance contract. Receiver Davis is 
being retained to assist in liquidating 
certain Illinois Life assets. 


Heed New General Agent 


Rushmore B. Heed has been ap- 
pointed general agent of the United 
Mutual Life of Indianapolis in Cook 
county, IIll., and five adjacent counties. 
His headquarters are in 208 South La 
Salle street, Chicago. Mr. Heed for 
some time was connected with the 
American Life of Detroit in Chicago. 


Greater New York Nominees 


The nominating committee of the Life 
Managers Association of Greater New 
York has recommended the following 
slate, which will be voted on at the 
February meeting: President, E. W. Al- 
len, New England Mutual; vice-presi- 
dent, L. A. Cerf, Jr., Fidelity Mutual, 
and secretary-treasurer, W. J. Duns- 
more, Equitable Life N. Y. Committee 
chairmen are: Rebating: Frank W. Pen- 
nell, State Mutual; twisting, C. E. De- 
Long, Mutual Benefit; proselytizing of 
agents, H. A. Schmidt, New England 
Mutual; misleading comparisons, Ben 
Hyde, Penn Mutual; membership, Wm. 
R. Collins, Travelers. 


New England Mutual Report 


President G. W. Smith of the New 
England Mutual reports that the com- 
pany in 1933 exceeded 1932 paid new 
business by $2,300,000, or 2 percent. 
There was a gain in. December alone of 
$1,500,0000. 


Edward A. Woods Agency Party 


Employes and agents of the Edward 
A. Woods Company, general agents of 
the Equitable Life of New: York in Pitts- 
burgh, held a Christmas party. 

The agency reports a steady increase 
and states that business is on the up- 
ward trend. 


Revive Detroit Group 
DETROIT, Jan. 4.—A movement has 
been launched to revive the Detroit Life 
Insurance Supervisors’ Association. A 
meeting will be held Jan. 8 at which 
officers will be elected to carry on the 
organization. 


Stockton’ Made Direct Branch 


The Pacific Mutual Life has made its 
Stockton, Cal., office a direct branch of 
the home office in Los Angeles. E. M. 
Sweet, general agent at Stockton, will 
hereafter devote his time exclusively to 
his personal clientele. 





Ben F. Shapro, general agent of the 
Penn Mutual Life in San Francisco, at 
an agency meeting Jan. 2 predicted that 
1934 will show a decided improvement 
fot agents. F. V. Keeésling, vice-prest 














dent West Coast Life, also spoke. 
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NEWS ABOUT 


LIFE POLICIES 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Policy Literature, Rate , etc. 


Supplementing the ‘Unique Manual- 


Digest” and ‘‘Little Gem,”’ Published Annually in May and March respectively. 


PRICE, $5.00 and $2.00 respectively. 





Provident’s Net Costs Given 


Increase of 7.5% in New Schedule Based 
on Lower 1934 Dividend 
Scale Is Shown 








The Provident Mutual Life has issued 
a new schedule of net costs based on its 
reduced dividend scale for 1934, repre- 
senting an increase of about 7.5 percent 
in net costs. Net cost data for the main 
policies are given below followed by the 
estimated dividends for the Péovident 
Protector policy: 


Ordinary Life 


r——Net Cost For Yr.——_, 

Prem 1 5 10 15 20 
Age $ $ $ $ $ $ 
20... 15.50 12.88 12.63 12.14 11.63 11.17 
21... 15.83 13.21 12.92 12.41 41.90 11.46 
22... 16.20 13.57 13.25 12.71 12.21 11.79 
23... 16.57 13.95 13.59 13.04 12.55 12.14 
24... 16.97 14.33 13.93 13.38 12.91 12.49 
25... 17.36 14.73 14.29 13.76 13.30 12.87 
26... 17.80 15.15 14.69 14.17 18.71 13.27 
27... 18.26 15.58 15.11 14.59 14.15 13.67 
28. 18.73 16.01 15.54 15.03 14.60 14.08 
29... 19.23 16.46 16.00 15.51 15.08 14.51 
30... 19.77 16.95 16.51 16.03 15.59 14.98 
31... 20.84 17.47 17.05 16.58 16.13 15.45 
32... 20.91 18.01 17.61 17.15 16.68 15.91 
33... 21.53 18.61 18.22 17.76 17.26 16.41 
34... 22.20 19.25 18.87 18.41 17.84 16.90 
35... 22.89 19.97 19.58 19.12 18.47 17.45 
36... 23.63 20.71 20.382 19.85 19.11 18.02 
37... 24.40 21.49 21.08 20.59 19.77 18.62 
38... 25.24 22.34 21.93 21.39 20.49 19.28 
39... 26.10 23.26 22.84 22.23 21.24 19.99 
40... 27.02 24.22 23.80 23.10 22.02 20.72 
41... 28.02 25.26 24.81 24.03 22.85 21.53 
42... 29.04 26.32 25.85 24.98 23.73 22.36 
43... 30.17 27.47 26.96 26.00 24.68 23.27 
44... 31.84 28.69 28.13 27.06 25.69 24.24 
45... 32.61 29.96 29.33 28.15 26.76 25.27 
46... 33.938 31.33 30.62 29.85 27.91 26.41 
47... 35.37 32.76 31.98 30.61 29.13 27.63 
48... 36.89 34.29 33.43 31.99 30.46 28.97 
49... 38.50 35.92 34.96 33.47 31.88 30.39 
50... 40.23 37.64 36.58 35.03 33.39 31.94 
51 42.07 39.46 38.30 36.69 35.02 33.60 
52 44.03 41.40 40.16 38.47 36.79 35.42 
53 46.13 43.42 42.10 40.35 38.66 37.37 
54 48.36 45.61 44.21 42.40 40.73 39.54 
55 50.75 47.89 46.43 44.58 42.93 41.86 
56 53.30 50.31 48.79 46.88 45.29 44.38 
57 56.01 52.91 51.33 49.40 47.86 46.77 
58 58.91 55.65 54.03 52.09 50.63 49.30 
59 62.04 58.61 56.95 55.02 53.65 52.04 
60 65.35 61.76 60.08 58.17 56.93 54.97 
61 68.90 65.15 63.40 61.58 60.46 58.07 
62 72.71 68.77 66.98 65.24 63.87 61.44 
63 76.80 72.69 70.87 69.21 67.60 65.09 
64 81.16 76.87 75.05 73.48 71.53 68.94 
65 85.85 81.38 79.57 78.08 75.75 73.16 

20-Year Endowment 

cm Net Cost For Yr.—— 

Prem. z 5 10 15 20 
Age $ $ $ $ $ 
20 42.83 40.29 39.37 37.93 36.35 34.61 
21 42.89 40.36 39.41 37.97 36.41 34.69 
22 42.97 40.43 39.47 38.02 36.49 34.78 
23 43.05 40.51 39.52 38.09 36.58 34.88 
24 48.13 40.59 39.57 38.16 36.67 34.98 
25 43.21 40.65 39.62 38.23 26.76 35.09 
26 43.30 40.74 39.68 38.33 36.88 35.21 
27 43.41 40.81 39.76 38.43 37.01 35.34 
28 43.51 40.87 39.84 38.54 37.13 35.47 
29 43.63 40.94 39.93 38.66 37.27 35.61 
30 43.76 41.03 40.06 38.81 37.42 35.77 
31 43.97 41.13 40.19 38.96 37.58 35.94 
32 44.06 41.26 40.34 39.14 37.76 36.13 
33 44.22 41.39 40.50 39.31 37.92 36.32 
34 44.42 41.58 40.70 39.53 38.13 36.55 
85 44.62 41:78 40.92 39.77 38.35 36.88 
36 44.84 42.00 41.16 40.02 38.57 37.06 
37 45.10 42.26 41.43 40.29 38.81 37.35 
38 45.388 42.57 41.73 40.59 39.09 37.68 
39 45.68 42.89 42.07 40.88 39.37 38.03 
40 46.03 43.29 42.47 41.21 39.70 38.44 
41 46.41 43.69 42.89 41.55 40.05 38.87 
42 46.84 44.17 43.36 41.95 40.47 39.37 
43 47.31 44.67 43.83 42.37 40.89 39.90 
44 47.85 45.25 44.37 42.87 41.40 40.51 
45 48.44 45.87 44.92 43.41 41.94 41.16 
46 49.09 46.56 45.53 44.01 42.55 41.89 
47 49.84 47.382 46.22 44.67 43.24 42.68 
48 50.66 48.15 46.99 45.41 44.00 43.54 
49 51.56 49.05 47.84 46.23 44.86 44.49 
50 52.56 50.03 48.77 47.12 45.78 45.51 
51 53.68 51.12 49.80 48.11 46.82 46.63 
52 54.91 52.31 50.94 49.21 47.98 47.85 
53 56.28 53.61 52.18 50.43 49.26 49.17 
54 57.77 55.04 53.56 51.80 50.70 50.64 
55 59.44 56.62 55.09 53.32 52.30 52.26 
56 61,26 58.32 56.74 54.96 54.05 54.04 
57 63.26 60.19 58.59 56.80 55.99 55.99 
58 65.46 62.25 60.61 58.84 58.14 58.14 
59 67.88 64.50 62.84 61.09 60.50 60.5 
60 70.53 66.99 65.31 63.61 63.05 63.0 
61 73.43 69.72 67.99 66.37 65.80 65.80 
62 76,61 72.71 70.95 69.42 68.79 68.79 
83... 80.10 76.02 74.24 72.79 72.04 72.04 
84... 83.90 79.64 77.86 76.48 75.50 75.50 
65.,, 88,07 83.62 81.86 80.55 79.23 79.20 








20-Payment Life 


c—Net Cost For Yr.——, 
Prem 1 5 10 15 20 
Age $ $ $ $ $ $ 
20... 23.28 20.69 20.25 19.49 18.67 17.85 
21... 23.67 21.07 20.61 19.81 19.00 18.20 
22... 24.07 21.46 20.97 20.15 19.385 18.57 
23... 24.47 21.87 21.34 20.52 19.72 18.94 
24... 24.91 22.30 21.73 20.91 20.12 19.33 
2 











... ae ’ : : ’ 
39... 33.96 31.16 30.59 29.71 27.23 
40... 34.82 32.04 31.45 30.53 29.27 27.99 
41... 35.71 32.97 32.36 31.37 30.05 28.79 
42.. 6.66 33.95 33.32 32.25 30.88 29.63 
43... 37.66 34.98 34.31 33.16 31.76 30.53 
44... 38.71 36.07 35.35 35.12 34.10 32.69 
45.. 9.83 37.21 36.44 35.10 33.67 32.51 
46... 41.00 38.42 37.58 36.18 34.72 33.60 
47... 42.26 39.70 38.78 37.32 35.84 34.80 
48... 43.59 41.04 40.04 38.54 37.04 36.09 
49.. 5.00 42.46 41.38 39.82 38.32 37.48 
50... 46.50 43.94 42.78 41.17 39.69 38.95 
51... 48.11 45.53 44.29 42.64 41.16 40.56 
52... 49.82 47.20 45.89 44.19 42.74 42.29 
53... 51.63 48.95 47.56 45.83 44.42 44.03 
54... 53.58 50.83 49.38 47.61 46.25 45.95 
55... 55.66 52.82 51.32 49.51 48.22 48.00 
56.. 7.91 54.94 53.39 51.55 50.38 50.21 
57... 60.29 57.21 55.62 53.76 52.66 52.59 
58... 62.86 59.62 58.00 56.15 55.14 55.11 
59... 65.63 62.23 60.58 58.75 57.85 57.83 
60.. 8.60 65.05 63.36 61.58 60.80 60.73 

25-Payment Life 

c—Net Cost For Yr.——_ 

Prem 1 5 10 15 20 

Age $ $ $ $ $ $ 
20... 20.53 17.92 17.54 16.89 16.18 15.49 
25... 22.88 19.74 19.21 18.51 17.85 17.19 
30... 24.66 21.84 21.31 20.67 20.03 19.21 
35... 27.51 24.64 24.07 23.50 22.76 21.57 
40... 31.18 28.38 27.87 27.06 25.88 24.60 
45... 32.61 29.96 29.33 28.15 26.76 25.27 
50... 42.83 40.24 39.14 37.57 36.00 34.84 
55... 52.36 49.48 48.04 46.19 44.66 43.96 

25-Year Endowment 

mm Net Cost For Yr.——_ 

Prem. 1 5 10 15 20 

Age $ $ $ $ $ $ 
20... 33.15 30.59 29.90 28.80 27.59 26.31 
25... 33.61 31.03 30.21 29.14 28.05 26.84 
30... 34.28 31.52 30.75 29.80 28.80 27.56 
35... 35.85 32.49 31.82 30.96 29.87 28.55 
40... 37.16 34.39 33.76 32.77 31.45 30.18 
45... 40.22 37.61 36.82 35.48 34.06 32.91 
50... 45.33 42.76 41.62 40.03 38.52 37.64 
55... 53.59 50.74 49.26 47.43 46.00 45.53 
60... 66.45 62.87 61.19 59.32 58.24 57.14 

Providor at 60 

c——Net Cost For Yr.——_, 

Prem 1 5 10 15 20 

Age 3 $ $ $ $ $ 
20... 24.27 21.69 21.22 20.42 19.57 18.70 
25... 29.05 26.46 25.74 24.83 23.91 22.92 
30... 35.70 32.93 32.14 31.14 30.08 28.78 
35... 45.381 42.48 41.60 40.43 38.97 37.42 
40... 60.14 57.46 56.34 54.67 52.84 48.54 
45... 85.30 82.88 61.20 78.90 74.20 .... 
50... 136.06 133.90 131.81125.82 .... eee 

Estimated Dividends for Protector 
Policy 

c——Policy Year——_, 

Prem. 2 3 5 10 

Age 1-2Yr.Later $ $ $ $ 
20... 11.82 15.88 4.10 4.14 4.22 4.42 
25... 13.65 17.76 4.14 4.17 4.24 4.42 
30... 16.03 20.19 4.18 4.21 4.27 4.42 
35... 19.11 23.80 4.24 4.26 4.30 4.40 
40... 23.18 27.51 4.84 4.35 4.37 4.42 
45... 28.68 33.14 4.49 4.52 4.58 4.73 
50. 36.21 40.85 4.70 4.76 4.88 5.18 
55. 46.58 51.49 5.07 5.23 5.55 6.35 
Non-par Rates Are Adjusted 
Continental Assurance Announces New 

Scale on Three Forms, Others to 
Follow Soon 

The new advanced non-participating 
rates of the Continental Assurance, Chi- 
cago, have been announced for commer- 
cial ordinary life, commercial 20-payment 
life and life expectancy term. These are 
the only policies on which rates have 
been adjusted in line with action taken 
by a number of leading eastern non-par 





companies some months ago. At some 
ages there is no change in rates for ordi- 
nary life commercial policies and the 
advance at most ages is only nominal. 
On 20-pay life commercial policies 
rates have been reduced at younger ages 
15 to 25 percent. Early in 1934 re- 
vised rates for endowment policies, five 
and ten year term, and the Continental’s 
accelerative coupon option ordinary life, 
multiple option and family income con- 
tracts will be announced. 

Cash values have been adjusted on 
certain policies in line with the action 
of other companies. The new rates at 
quinquennial ages for the three forms 
are: 


c———_Premium————,, 
Comm. Comm. 





Announcing Some Changes 





California-Western States Life 
Some Features of Its New 
Rate Book 


Gives 





The California-Western States Life 
announces a new rate book, new and 
revised policies and amendments to its 
commission contracts. The company 
states that the new rate book is designed 
to bring its policy line and underwriting 
into complete harmony with present day 
conditions. The “Complete Protection” 
policies, owing to the fact that a small 
volume of sales in the last two years 
had been made, did not justify continu- 
ance and hence have been withdrawn. 
The family income policies have been 
withdrawn as separate policy contracts. 
Instead there is now available a family 
income protection agreement which may 
be attached to any policy running for a 
period as long as the term of the family 
income protection agreement. This 
agreement may be written for either 10, 
15 or 20 years. 


Cash Values Reduced 


Cash values have generally been re- 
duced with the exception of those for 
the latter years of the premium paying 
period. In the case of ordinary life and 
endowment at age 85, issued at age 35, 
the cash value becomes the same as in 
former ratebooks at the 15th year. 
New tables have been introduced show- 
ing the commuted value of $10 per 
month income for any number of years 
up to and including 20, and also show- 
ing the amounts of annual and monthly 
income produced by $1,000 for any num- 
ber of years from 1 to 20 inclusive. The 
section covering annuities consists of 71 
pages or 32 more pages than in the old 
book. The retirement annuity has been 
liberalized in several particulars. The 
new age limit is from 15 to 64. Pre- 








viously age 35 was the youngest age 
for which a rate was given on life annui- 
ties. In the new book rates are quoted 
from age four. This applies to cash refund 
annuities. Rates are given for install- 
ment refund annuities for ages 4 to 85 
inclusive. For deferred life annuity sin- 
gle premium, the new rate book gives 
single premiums for annuities beginning 
at ages 50, 55, 60, 65 and 70. Policies 
on select lives remain. the same in the 
new rate book as the old with the ex- 
ception of a general revision of surren- 
der values and some increases in pre- 
miums at the older ages. 


Action on 1934 Scales 


Action on 1934 dividend scales is an- 
nounced by several companies. The At- 
lantic Life’s 20 percent reduced scale 
which became effective July 1, 1933, will 
continue in force until July 1, 1934. Two 
companies continue the 1933 scale next 
year, the Boston Mutual and the Teach- 
ers Insurance & Annuity of New York. 


Wisconsin National Life 


The Wisconsin National Life has an- 
nounced new rates for special ordinary 
life, special 20-payment life and modified 
life expectancy policies with and with- 
out disability benefits. There is added 
to the rates 50 cents per $1,000 to obtain 
annual rates for females. The disability 
waiver clause will not be issued to mar- 
ried women or to single women age 46 





or over. The new rates are: 
Special Special Life 
Ord. Life 20-Pay Exp. 
with with with 
Age waiver waiver waiver 
15.. $12.20 $12.45 $20.26 $20.45 $11.10 $11.36 
20.. 13.48 13.79 21.94 22.17 12.10 12.42 
25 15.10 15.48 23.99 24.28 13.50 13.90 
30.. 17.19 17.66 26.47 26.83 15.19 15.69 
35.. 20.66 21.29 29.57 30.07 17.66 18.30 
40.. 25.00 25.86 33.38 34.12 20.71 21.56 
45.. 30.60 31.80 38.39 39.57 25.39 26.55 
50.. 38.46 40.21 45.27 47.07 32.56 34.25 
ee 7e4 vee coee CE G2 


Sun Life of Baltimore 


The Sun Life of Baltimore has reduced 
its dividends on ordinary policies 20 per- 
cent. Its business is entirely nonparti- 
cipating, but it has been paying volun- 
tary dividends for some years. No re- 
duction in dividends will be made on 
industrial business, 


Girard Life 
It was stated in a recent issue that 
the dividends of the Girard Life are paid 
quinquennially. This is true under old 
policies, but since Jan. 1, 1926, the divi- 
dends on participating policies it has 
issued have been paid annually. 


Midland Mutual Life 


The Midland Mutual Life announces a 
new juvenile policy on a 20-pay endow- 
ment at age 65. 


Life Notes 

W. F. McGowan of the New York Life 
at Appleton, Wis., died after a few days 
illness of pneumonia. He was 16 years 
with the company. His son, Ralph, is 
with the New York Life. 

Ww. Murdoch, receiver for the Peo- 
ples Mutual Life of Oklahoma City, an- 
nounces the closing of the case. As it 
developed into a no-asset case, with 
claims totaling almost $39,000, there will 
be no dividends for creditors. 
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Equitable Life of New York Man 
Elected President of Life Under- 
writers Association for 1934 


Keating Minneapolis 








MINNEAPOLIS, Jan. 4—Edward H. 
Keating, Equitable Life of New York, 
is the new president of the Minneapolis 
Association of Life Underwriters for 
1934, succeeding O. I. Hertsgaard, Mu- 
tual Trust Life, who becomes a mem- 
ber of the executive committee. Joyce 
A. Thomas, Mutual Life of New York, 
was elected vice-president; Howard L. 
DeVries, secretary, and C. N. Patter- 
son, treasurer. 

* * 

Akron, 0.—A. R. Jaqua, associate editor 
“Diamond Life Bulletins,” in addressing 
the December meeting, explained the 
technique of analyzing insurance situa- 
tions by more or less mechanical means. 
Sheets were passed out and each one in 
the audience was instructed to specify 
the number of insurance needs indicated 
by the case outlined. As few as three 
situations were mentioned and as many 
as 14. Actually there were 18 possibili- 
ties. 

Mr. Jaqua expressed the belief that a 
man does not become a really good life 
insurance salesman until he has per- 
sonally experienced some of the heart- 
breaks and discouragements that only 
life insurance can prevent. 

Among the speakers scheduled for 
future meetings are George Lackey of 
Detroit, Paul Speicher of Indianapolis, 
Holgar Johnson of Pittsburgh, and J. S. 
Drewry of Cincinnati. 

* *x x 

Little Rock, Ark.—Roy Mitchell, Mu- 
tual Life of New York, was elected presi- 
dent; Fred Poe, Fidelity Mutual, vice- 
president, and Ora Massey, John Han- 
cock, secretary-treasurer. 

J. T. Thompson, state manager Mutual 
Life of New York, spoke on “Are You 
in Scoring Position?” He was optimistic 
over business prospects for 1934. 

* * x 

Western Ohio—The December meeting 
was a “stag party” and dinner, after 
which Russell Moore, supervisor Midland 
Mutual Life, Columbus, gave three life 
insurance sales presentations and one 
on annuities. 





*x* * * 

Cedar Rapids, Ia.—M. M. Thompson, 
Aetna Life, has been elected president 
to succeed C. V. Shepherd. Carl Mizener 
is first vice-president; A. W. Carlton, 
second vice-president; W. J. Nazerka, 
secretary, and Rudy Weber, treasurer. 
Directors are C. V. Shepherd, C. W. Cot- 
tingham, I. T. Carrithers, Henry Files, 
Wallace Darling and M. G. Fox. 

* * x 

Cleveland—Gordon Nairn, field super- 
visor of the Canadian association, will 
speak Jan. 20 on “Developments in Ca- 
nadian Life Insurance.” 

* * * 

Colorado—Membership dues were re- 
vised at the December meeting in Den- 
ver. All general agents and managers 
producing $300,000 or more a year will 
be assessed $15 annually and others $6 
per year. The former schedule of dues 
for general agents and managers was 
$35, $25 and $15, being based on a grad- 
uated scale of production. Denver soli- 
citors’ dues of $6 is continued, but the 
dues of members outside of Denver have 
been increased from $4 each to $5. 

The Colorado association is sponsoring 
essay contests on life insurance open to 


members of the Colorado Federation of 
Women’s Clubs and junior high school 
students. It ends April 10 and there are 
cash prizes. 

x “2 

Montreal—G. H. Beaudry, Imperial 
Life, was elected president at the an- 
nual meeting. The offices of first and 
second vice-presidents went to A. D. 
Poitras, Sun Life, and G. F. French, Lon- 
don Life. J. A. Fournier, Mutual Life 
of Canada, was elected treasurer. Di- 
rectors are: R. E. Bliss, A. H. Illsey, 
H. F. McAdams, J. N. Bellin, A. G. 
Brewer, J. B. Hamilton and G. M. Burn. 

* * * 

Winnipeg, Can. — At the annual 
meeting H. Haldern was elected presi- 
dent; M. D. Grant, honorary president; 
P. V. Bond, vice-president; E, H. Olm- 
stead, secretary, and G. P. Weir, treas- 
urer. <A. Thorndycraft, N. E. McLeod, 
W. Gates, H. Hook, R. Gay and E. G. 
Cass were elected executive committee- 
men. 

* * 

Baton Rouge, La.—O’Neill Barrett of 
Virginia, was elected president; R. G. 
Hale, Great Southern Life, vice-presi- 
dent; T. B. Bennett, Manhattan Life, sec- 
retary, and B. S. Mayer, Union Central 
Life, treasurer. 

President Barrett also heads the ex- 
ecutive committee, which includes, be- 
sides the officers, W. S. Berwick, Life & 
Casualty; F. L. Barrow, Pan-American; 
G. S. Reddy, Penn Mutual; Lee Herz- 
berg, Equitable Life; E. L. Jordan, New 
York Life, and H. P. Roy, Metropolitan. 

The prize winners in the essay con- 
test sponsored by the association were 
announced. The subject was “Life In- 
surance: What It Is and What It Does,” 
and 2,200 school pupils submitted papers. 
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STARTS ANNUAL SCHOOL 


The Samuel Heifetz agency of the 
Mutual Life of New York in Chicago 
will start its annual sales training course 
Jan. 9. Classes will be held Tuesday 
and Thursday evenings over a period of 
four weeks in the assembly hall of the 
agency from 6:30 to 8 p. m. The course 
is open to all men and women not rep- 
resenting other life companies. 


* * * 
MEYER AGENCY CELEBRATES 
Julius H. Meyer, Chicago general 


agent New England Mutual, tendered 
his agency staff a dinner in celebration 
of his 30 years’ continuous service with 
that company. He signed his first con- 
tract with the company in Milwaukee and 
on Jan. 1 celebrated his 25th anniversary 
as general agent. He started in Chicago 
from scratch and continuously pro- 
gressed, leading every other agency of 
the company in average size of policies. 
Vice-president George L. Hunt in a let- 
ter commemorating the anniversary 
stated he was doubtful if any of the 
company’s agencies of comparable size 
have exceeded Mr. Meyer’s record. The 
Meyer agency has written the largest 
percentage of annual premium-paying 
business of any New England Mutual 
agency. The record, Vice-president Hunt 
stated, shows fine selection and training 
of agents. The agency was one of the 





protection but a living income for a 
guaranteed period to the surviving wid- 
ows and children. 





AGENCY NEWS 


first extensively to use the settlement 
options in policies to insure not only 














Zimmerman Agency Roundup 





Newark, N. J., Organization of the Con- 
necticut Mutual Life Gives Good 
Account of Itself 





The C. J. Zimmerman agency of the 
Connecticut Mutual Life in Newark 
paid for more than $3,000,000 in 1933, a 
gain of 33 percent over 1932. Since 
July it has been among the five leaders 
nation-wide and won every agency con- 
test held by the company last year. 

An all-day sales congress was held 
Jan. 2 at which the principal speaker 
was George Smith, assistant superin- 
tendent of agencies. 

G. J. Gold was announced as the 
agency leader for the second consecutive 
year. Emanuel Shavitz secured the hon- 
ors for consecutive weekly production 
with a perfect record of 52 consecutive 
weeks and over 150 applications. G. W. 
Gordon was given the efficiency cup as 
having done the best all-round job. D. 
S. Henderson got the conservation cup, 
he having the lowest lapse ratio on his 
business. R. Foster was given the 
award for the greatest improvement. 

The agency was awarded a cup by 
the Northern New Jersey Life Under- 
writers Association for the best showing 
in number of paid applications during 
financial independence week. Mr. Gold 
was awarded a cup by the association 
the same week, making the best indi- 
vidual record in number of applications. 


Agency Sales 
State Mutual Life Arranged for Con- 


ferences at Two of Its Gen- 
eral Agencies 


Congresses 








Agency sales congresses were held by 
two offices of the State Mutual Life last 
week. The T. M. Searles agency at New- 
ark was addressed by A. E. N. Gray, 
assistant secretary Prudential, Donald 
G. Mix, assistant superintendent of 
agencies of the State Mutual. Other 
speakers were J. W. Thompson, Jr., B 
M. Quillin, William Munson, W. E. 
Davies and Peter Castricum, all of the 
= agency, and Mr. Searles him- 
self. 

At the E. L. Beesley agency meeting 
in Syracuse, T. W. Foley, branch man- 
ager of the F. W. Pennell (New York 
City) agency, and William Rankin, one 
of the company’s leading producers in 
Philadelphia, were among the outside 
speakers. 

The annual meeting of the company 
will take place Jan. 16 at the home 
office. The meeting usually draws many 
general agents. 


The Excelsior Life of Canada has ap- 
pointed W. D. Rutherford as manager 
at Hamilton, Ont., with offices in the 
Terminal building. He has had 15 years 
experience in life 
Co Ee Ae. 
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Investigations 


Ferguson, Serling, Daniels & Porter 
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Intelligence, Self-Organization and 
Energy Given As 1934 Formula 
in Symposium of Practical Views 


The way to get increased business in 
1934 is through self-organization, time 
control, intelligent prospecting and plan- 
ning, and becoming ‘better informed 
about life insurance, six speakers told 
members of the Chicago Association of 
Life Underwriters in the December 
meeting. This was a symposium of prac- 
tical views on what to say and do this 
year. P. G. Dallwig, New England Mu- 
tual, vice-president of the association, 
presided. 

Self-organization is a vital factor, said 
Helen Thomas, C. L. U., Equitable of 
New York. She said underwriting hours 
should represent 50 percent and service 
hours 5 percent. What is needed is to 
eliminate the spending of 50 percent of 
the agent’s time on the 5 percent busi- 
ness. 


Original Chart Helps 
Agent Organize Work 


She presented a chart which she said 
is helpful in organizing the job. It con- 
sists of five vertical columns, in the first 
being entered the names of 100 or more 
prospects. When information is secured 
as to financial setup and needs of a 
prospect, his name is entered in the sec- 
ond column, likewise with the third 
column when contact is made, fourth 
column when the application and policy 
are in transit and the fifth column when 
the business is closed ‘up. 

Miss Thomas then works backward 
from this chart. She said income of the 
immediate future will come from pros- 
pects whose names are in the fourth col- 


© umn. This will disclose where the agent 


should concentrate his activities. 

After the fourth column is disposed 
of, prospects in the third column should 
be worked on, and so forth. The effort 
is to move the names progressively from 
the first to fifth columns, and to main- 
tain a proper proportion in each so the 
agent may employ his time fully, effi- 
ciently and profitably. 

R. J. Darby, trust officer, State Bank 





& Trust Co., Evanston, Ill., said most 
men dislike to make or discuss wills 
when their finances are not in good 
shape. He has found in the last four 
years many estates frozen solidly. In 
many cases it ‘has been necessary to sell 
securities and property at great sacrifice 
in order to pay taxes and claims. Estates 
have been so involved that even in case 
of specific bequests in wills, children 
received no part of the estates. Even 
tax collectors who stand in preferred 
positions as creditors could not get any 
money. 

Mr. Darby said in many such cases 
the problem of liquidating the estate and 
furnishing money on which to run could 
have been solved by life insurance. What 
is needed in most cases is more liquid 
assets, more proceeds readily available 
with which to preserve frozen assets. 
He said the woods are full of such cases 
and life agents would be wise to bring 
the point up with every prospect. 


Speaks for Consecutive 
Production, Small Cases 


F. A. Snell of the Patterson agency, 
Penn Mutual, in Chicago, a compara- 
tively new agent, said one of the great- 
est aids to success in selling life insur- 
ance is concentration on consecutive 
weekly production. He spoke for a sys- 
tematic policy of soliciting more cases 
under $5,000 and noted a definite trend 
toward annuities. 

J. H. Brennan, Fidelity Mutual, who 
for seven years has written one or more 
applications a week, said agents must 
become better informed about the busi- 
ness. They must be energetic and apply 
intelligent methods. He said the public 
is better informed about life insurance, 
but the average life agent is not. The 
people in future will not buy merely life 
policies, but instead, will take them to 
carry out their financial plans and needs. 
He urged that agents give their pros- 
pects good reasons for buying the life 
insurance, when, if the prospects are 
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convinced, they will find a way to pay 
the premium. 

Raymond Frank of the Wiese agency 
State Mutual, Chicago, who led that 
office in 1932 and 1933, both for number 
of applications and paid for business, 
presented a number of “don’ts” which 
he said will govern him in 1934. He re- 
fuses to be concerned about the value 
of the dollar, or much concerned about 
economic and political conditions. He 
refuses to worry about financial condi- 
tions in this country or about what 
other life companies are doing in the 
way of dividends, greater surrender 
charges, etc. He will not permit any- 
thing or anyone, he says, to shatter his 
confidence in the country, his company 
and ‘himself. 

Mr. Frank said recently he tore up 
approximatetly 150 old prospect cards 
because he wanted to see some new 
faces in 1934, and regardless of the fact 
that these names undoubtedly repre- 
sented considerable business which even- 
tually he could write. Mr. Frank said 
his prospecting in 1934 is to be more 
selective, and he intends to organize 
himself more efficiently. 

He pointed that the $14,000, 000, 000 
reduction of insurance in force from the 
high point of $109,000,000,000 is a chal- 
lenge to all agents. It represents former 
policyholders who have been sold on the 
idea of life insurance and need only be 
shown how to carry it. 


New Income Tax Decision 
Stimulates Annuity Sales 


Nathaniel Seefurth of the Seefurth 
Service urged the agents to keep in- 
formed, to take the monotony out of 
their business and to be specific in their 
statements to prospects. They should 
spend time thinking of the selling proc- 
ess. They must interest people in inter- 
views to the point where the prospects 
will be more open minded in talking 
over their problems. 

He mentioned a federal income tax 
ruling by the U. S. circuit court of ap- 
peals in December, which offers fine 
opportunity for selling annuities. He 
said under this ruling an annuity pur- 
chased by a husband for his wife or 
other beneficiaries is not subject to in- 
come tax, whereas if the money were 
left in trust with an arrangement to pay 








C. L. U. 


Detroit’s C. L. U. class, under direc- 
tion of F. L. Klingbeil, Prudential ordi- 
nary manager, has completed its course 
in business economics and on Jan. 7 be- 
gins a series of four sessions in sociol- 
ogy under Professor Fisher of the Uni- 
versity of Michigan. 

* * * 


C. L. U. study classes are to be con- 
ducted in San Francisco and Oakland 
by the University of California extension 
division, commencing Jan. S.- A 
Mowbray, professor of insurance at the 
university and consulting actuary of the 
California department, is to conduct the 
classes. Arrangements are in charge of 
Ted Dreyer, Pacific Mutual, and Gerald 
Whitaker, Travelers. 

















an income, this would be taxable. In 
the case of the annuity left to wife, chil- 
dren or other members of the immediate 
family, the only tax payable would be 
the gift tax on the cost of the annuity, 
and no inheritance or income tax. 

The treasury department long since, 
Mr. Seefurth said, has ruled that there 
is no tax payable on the income optional 
settlement in life contracts, whereas 
when the proceeds are left at interest, 
the interest is taxed as income. 

Mr. Dallwig announced that C, L, U. 
classes on the first three parts of the 
C. L. U. work will start in Northwestern 
university Feb. 2. There will be 30 two- 
hour classes. Caleb Smith, leading pro- 
ducer of the Massachusetts Mutual in 
Ann Arbor, Mich., will speak at the Jan- 
uary meeting of the association, Jan. 26, 
on “The Agent’s Time.” 


Boston Council Conference 


BOSTON, Jan. 4—The Boston Life 
Insurance Trust Council will hold an 
all-day conference Jan. 23. Leon Gilbert 
Simon, New York City business insur- 
ance expert of the Equitable Life of 
New York; F. P, Mackencie, Central 
Hanover Bank & Trust Company of 
New York City, and C. C, Gilman, Bos- 
ton, with the National Life of Ver- 
mont, will be the principal speakers. 
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Life Insurance and 
a New Gold Basis 


(CONTINUED FROM PAGE 1) 


mined and there would be great politi- 
cal pressure to start the printing presses. 

Mr. Linton said the administration 
seeks to avoid a situation of that kind, 
but an artificial rise in prices through 
currency manipulation would greatly 
increase the- probability that it could 
not be avoided. 

Mr. Linton took issue with those who 
contend that the life insurance interests 
should keep silent about the effect of 
drastic inflation upon the 65,000,000 
policyholders. Persons of this belief 
fear that policyholders might lose faith 
in life insurance. 


Knowledge of Facts 


Mr. Linton said that as life insurance 
goes, so goes the nation. If the care- 
fully managed, conservative institution 
of life insurance, which has weathered 
the depression so magnificently, which 
has its roots deep in the economic life 
of the United States, is going to be 
severely damaged, the very foundation 
of the social order will be undermined. 
The answer ts not the suppression of 
facts but a widespread knowledge of 
them so that the great force of public 
opinion will keep the people from the 
precipice. 

Mr. Linton expressed the belief that 
President Roosevelt would welcome the 
dissemination of knowledge of the perils 
of drastic inflation. He is aware of 
these dangers, but he is subject to pres- 
sure from those who insist that some- 
thing radical be done without realizing 
the destructive forces that would be set 
loose. 

The President is a master hand at 
politics and stands an excellent chance 
of winning out on fundamentals should 
there be a showdown with the political 
forces seeking drastic inflation. By that 
time, the influence of the millions ‘of 
policyholders should be a constructive 
force, upholding his hands in favor of 
the sound policies that will lead to re- 
covery. 





Encouraging Annuity Views 
Expressed by Professor 
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tically every company has raised its an- 
nuity premiums or reduced the annuity 
income from the same amount of pre- 
mium. Some actuaries believe the new 
rates are still too low. However, if 
there is an increased longevity of annui- 
tants, there is likely to be an increased 
longevity of insurance policyholders. 
This will be something of a hedge. 


Interest Return Factor 


Interest return is difficult to predict. 
With more and more federal financing, 
companies may have to depend more 
and more om government securities, 
which means a comparatively low rate 
of return. Annuities are long term con- 
tracts, however, and low yields in one 
period may be offset in another. 

So far as the cash position is con- 
cerned, Mr. Bowers pointed out that 
nearly 28 percent of the annuities at 
present are free from cash withdrawals. 
Over 59 percent more will not develop 
large cash values for some time because 
they are of the annual or multiple pre- 
mium type. In time, all deferred annui- 
ties, if the cash values are left intact, 
will become payable on a monthly basis, 
and then there can be no demands for 
cash values. 


Reaction of Annuitants 


Some insurance executives believe 
that people who have a margin for in- 
vestment during the depression or who 
are interested in old age security, in- 
stead of withdrawing their funds when 
the next depression comes, may again 
be looking for a safe place and will pay 
into the company more than they will 


| and when to pull out the tremolo stop, 


withdraw. On the other hand, there is 
the fact that people are most likely to 
withdraw their funds when business is 
most depressed, either because of urgent 
need for cash or because of the oppor- 
tunity to buy property or stocks on a 
low market. In any event, the annuity 
business of most companies is still so 
small in relation to total business that 
the problem is not immediately impor- 
tant. 

Even though cash withdrawals prob- 
ably will not prove to be embarrassing, 
an annuity, it must be remembered, is 
a device to liquidate an estate and re- 
quires an added margin of liquidity for 
the company responsible for making the 
payments, a fact which usually is at vari- 
ance with a fairly high rate of return. 
When annuities now being sold start in 
earnest, the companies will have to be 
prepared to pay out a steady stream of 
cash and only then can the significance 
of the problem be judged. The dangers 
of currency manipulation in the next 50 
years are of far greater import than what 
the life companies may or may not do. 


Prospecting Still Is a Major 
Problem for Most Life Men 


(CONTINUED FROM PAGE 1) 


ber of calls and interviews, employing 
a carefully worded approach and canvass 
designed to qualify the person quickly. 

Entirely too many agents have their 
eyes on that elusive “pot of gold” at the 
end of the rainbow, the $25,000 or $50,- 
000 or $100,000 case that will square 
up all the bills and put the agent over 
the hill. Some of these are being writ- 
ten, but in the experience of one great 
agency in a seven months period, 
of some 1,600 cases paid for, only about 
ten were $25,000 and only four as much 
as $50,000. 

The agents who have come well 
through the last four years have done 
so on small cases. A “millionaire” pro- 
ducer who has an unbroken record of 
over 20 years in that select bracket had 
a record of third in his company for 
greatest number of paid cases in one 
month, fifth for a half year, and first in 
the central west for half a year. His 
policies are averaging around $5,000, 
where formerly in good times he 
thought nothing of a $100,000 case. 

Agents as a rule do not read their 
daily newspapers with a “life insurance” 
eye. They sometimes note marriages, 
deaths, promotions, etc., but an obscure 
note indicating prosperity, present or 
in the future, for an industry or classi- 
fication of individuals easily escapes 
notice. There is new business daily in 
the newspapers for the agent with imag- 
ination and initiative. 

One general agent urges that whole- 
salers at present are good prospects, for 
they are enjoying increased valuations 
and profits on inventories. Retailers, on 
the other hand, as a rule have not had 
sufficiently greater sales to take them 
out of the class of doubtful prospects. 

The NRA program is making pros- 
pects—many small ones, it is true. But 
even the minimum wage scales are ele- 
vating some men to the point where 
they can take a little life insurance. 

There are signs that the much 
maligned veteran agents, who as a class 
suffered most in the depression and were 
reported unable to adjust themselves to 
changed conditions and merchandising 
methods, are staging a recovery. In one 
large agency which does a great deal 
of recruiting, the large part of the busi- 
ness last year was written by old or- 
ganization 

In another company, veterans made 
some real sales history last year. The 
veteran has at least this advantage—the 
benefit of a full experience in life insur- 
ance sales psychology. He knows how 





when to be crisp and business-like. He 
needs merely adjustment of his philos- 
ophy and correction of mental attitude 
when he will begin to bat in the home 
runs. 





Quarterly premiums were something 





Allison and Jasper Leaving “Field” 








Announcement is made this week by 
the “Insurance Field” of Louisville that 
Young E. Allison, Jr., president, and 
John J. Jasper, managing editor, both 
being directors of the Insurance Field 
Company, have resigned but will remain 
with the publication in editorial capaci- 
ties pending the necessary rearrangement 
of the staff. Both are prominently 
known in the business and rank high in 
the trade newspaper press. Mr. Allison’s 
father, the late Young E. Allison, was 
the founder of the “Insurance Field” 
following his retirement from the old 
“Insurance Herald.” 

Mr. Allison joined the staff of the “In- 
surance Field” in 1914 at Chicago and 
served later in San Francisco and New 


York as associate editor until the end 
of 1917. After two and one-half years 
as advertising manager of the America 
Fore group he returned to the “Insur- 
ance Field” in 1920 as associate editor 
at New York, was transferred to the 
Louisville office in 1924, later being made 
managing editor and executive vice- 
president, and in 1930 was elected presi- 
dent. 

Mr. Jasper joined the “Insurance 
Field” in 1925 at Chicago and the same 
year was transferred to New York, 
where he later became associate editor. 
In 1928 he went to the Louisville office 
as managing editor and has held that 
post ever since. He has been a familiar 
figure at many conventions. 








of a problem last year for most men in 
the business, for it is the steepest part 
of the hill which already is four years 
long, and the quarterlies are far more 
numerous than ever. It is true they sell 
business which otherwise would not be 
placed, but few general agents can afford 
this year to advance much unearned 
commissions, nor do many companies 
do so. It is a simple calculation to de- 
termine how painfully long a time is 
required for an agent selling even as 
much as $5,000 ordinary life a week on 
quarterly basis to get to the point where 
these abbreviated commissions are sus- 
taining him. : 

This would be true even without dec- 
linations, and there were plenty of these 
in 1933. Companies are declining for 
financial reasons, when in the good old 
days they would have taken the risks 
without question, trusting to the good 
times to rectify any monetary deficiencies 
in the applicant’s picture. 


Honor Whitney at Banquet 
of Nylic Held in Chicago 


Robert E. Whitney, inspector of 
agencies in the central department of 
the New York Life in Chicago, was 
honored at a testimonial banquet in that 
city, concluding a campaign in his honor 
which had lasted since Oct. 18. More 
than 600 agents took part. This was 
the annual NYLIC rally of the central 
department. It commemorated this year 
the 50th anniversary of Mr. Whitney’s 
connection with the New York Life. 
The 11 Chicago branch offices reported 
$13,764,545 new business. The Bankers 
Building branch led in percentage gain 
over quota, with the La Salle street 
branch second. Mr. Whitney was pre- 
sented an engrossed testimonial by the 
agency directors, W. F. Stacker officiat- 
ing. Mr. Whitney started with the New 
York Life in the home office agency 
department in 1883. Since he took 
charge of the central department, it has 
grown from $11,518,568 production, to a 
peak of $118,426,990 in 1929, when it 
comprised much more territory than at 
present. It is the only department to 
fill its top allotment for 20 consecutive 
years. 


Shape Indiana Day Program 

The program for Indiana Insurance 
Day, Jan. 30, is beginning to shape up. 
Among the speakers definitely pledged 
are H. E. McClain, Indiana commis- 
sioner and E. B. Thurman, Chicago 
general agent New England Mutual 
Life. Much interest is manifested in the 
meeting, as there are many common 
problems which it is planned to have 
covered in the program. 

R. C. Griswold, Indianapolis manager 
Aetna Casualty, is chairman of Indiana 
Insurance Day by virtue of being vice- 
president of the Insurance Federation of 
Indiana, under whose auspices the day 
will be celebrated. C. O. Bray, Indiana 
special agent Hartford Fire, is presi- 








dent of the Indiana Federation. 





Pan-American Life Statement 


New Annual Figures Are Announced 
Showing the Company. Is 
in Fine Shape 








The Pan-American Life is one of the 
first companies to announce its new 
financial statement and thus it attracts 
unusual attention and will be studied be- 
fore the great procession arrives. Its 
assets are now $28,084,880 of which $2,- 
439,321 is real estate, $10,693,935 mort- 
gages, $4,446,808 U. S. and other bonds, 
$6,044,352 policy loans, $2,053,409 pre- 
mium notes, $579,240 cash, $968,000 un- 
collected and deferred premiums. There 
is a special reserve of $241,587 for de- 
preciation of securities. It then shows 
a policyholders’ surplus of $2,582,924. 
Its insurance in force is $157,000,000. It 
has paid policyholders and beneficiaries 
since organization $39,286,234. During 
1933 death claims of $2,525,090 were 
paid, including a single claim of $825,- 
000, one of the largest sums ever paid in 
the south. 

The Pan-American Life is in most ex- } 
cellent financial condition and is highly 
regarded by the insurance fraternity and 
public. It is regarded as one of the pro- § 
gressive institutions of the country. 


Acacia Mutual Gives Some 
Preliminary Annual Figures 





The Acacia Mutual furnishes some in- 
teresting annual figures. Its new 1933 
busmess was $40,000,000, insurance in 
force $347,000,000, death benefits $2,100,- 
000, dividends $1,100,000, assets $52,000,- 
000, increase $3,000,000, paid living pol- 
icyholders $3,100,000. 


Select Jury Panel to Try 
Dorsey and His Associates 





Selection of a jury was started in Chi- 
cago this week to try M. J. Dorsey and 
J. H. S. Lee, attorney, on charges 0 
conspiracy to obtain $1,550,000 ‘by false 
pretenses. The charges grew out of 
Dorsey’s domination of the Security Life 
of Chicago, now reinsured. Seven other 
men are under indictment in the cast 
involving alleged attempt to foist 4 
worthless mortgage on the Security and 
Northern States Life. The prosecution 
alleges these men conspired to arrange 
$1,705,000 in mortgages on a_vacart 
Waukegan, IIl., factory property said to 
be worth not more than $150,000, and 
to dump the mortgages in the Security 
Life and Northern States Life, both cor’ 
trolled by the Dorsey interests. Bot! 
companies since have failed. 


Munsick Takes Office 


George Munsick, newly appointelll 
financial secretary of the Connectictl 
Mutual Life, actively assumed his ne 
duties this week. He will have gene 
supervision of bond investments. 
was formerly trust officer of the Nei 
York Trust Company. 
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THE NATIONAL UNDERWRITER 





. RECENT COURT DECISIONS . 








Issue Over Clerical Error 





Court Passes on Question Where Mis- 
take Had Been Made at the 
Home Office 





In Mutual Life of Baltimore vs. 
Metzger the Maryland circuit court No. 
2 of Baltimore passed on the issue over 
a mistake of the clerk in issuing an in- 
dustrial policy. The deceased applied 
for a policy of $50 and by a clerical er- 
ror in the insurance company office a 
policy was issued for $500. On the as- 
sured’s death the daughter, who was 
beneficiary, with option to the insur- 
ance company to pay the estate or 
undertaker or creditors, found the pol- 
icy and arranged with the undertaker for 
the funeral and presented him with the 
policy. The funeral cost $400. After 
the burial the company discovered its 
mistake. Suit was filed to reform the 
policy to $50. 

Reformation Is Refused 


The court held that the bill should 
be dismissed for either one of two rea- 
sons under equitable maxims. The equi- 
ties of the complainant are not of such 
character as to warrant it in using the 
equity court for the purpose of restrain- 
ing action of an innocent person injured 
by mistake. Where one of two innocent 
parties must suffer loss, he who by his 
negligence has made it possible for the 
other person to lose, is the one more 
entitled to bear the loss than the inno- 
cent party who has done nothing to 
contribute to that loss, the court held. 
The bill was dismissed. 





Commission of Crime and 
the Presumption of Death 





The Iowa supreme court has upheld 
the lower court, which found for the 
beneficiary, in an interesting case in- 
volving presumption of death because of 
the disappearance of the assured. The 
case was Rodskier vs. Northwestern 
Mutual Life. 

The assured left home Feb. 7, 1921, 
and was never seen since. His domestic 
situation was happy, he had been in poor 
health and he was short about $10,000 
in his accounts at the bank of which he 
was cashier. When he left he said he 
was going to Cleveland to look for work. 
He did not go there, but did go to New 
Orleans, sending letters from _ there. 
That was the last heard from him. 


Presumption Not Conclusive 


The supreme court held that the pre- 
sumption of a person’s death from long 
absence is not conclusive, but when it 
is shown to have continued for over 
seven years unaccompanied by circum- 
stances which reasonably account for 
his disappearance on the theory not in- 
volving his death, the presumption be- 
comes sufficiently strong to cast the bur- 
den of rebutting it upon the parties as- 
serting the continuance of life. In order 
to warrant the finding of a presumptive 
death by an unexplained absence for 
seven years, it must be shown that noth- 
ing has been heard of the person during 
that period by those persons most likely 
to hear and that diligent inquiry on the 
part of the relatives and friends has 
proved unavailing. 

The fact that the assured was a de- 
faulter is not sufficient to overcome, as 
a matter of law, the presumption of his 
unexplained absence for over seven years 
if reasonable effort to learn his where- 
abouts were made. The term wunex- 
Plained absence does not necessarily 
mean, if one of the reasons for the 
disappearance was the commission of a 
crime, that a presumption of death can- 


Duty of Agent Made Issue 


Question Arises as to Whether Com- 
missions Should Be Allowed on 


Conversion of Policies 








In Beers vs. Penn Mutual, the Mich- 
igan supreme court decides a question 
of commissions. Beers sued to recover 
commissions he claimed to have earned 
on the conversion of two term policies 
to ordinary life policies for : 
Wilson of Kalamazoo. From a judg- 
ment for the company, the plaintiff ap- 
peals. Beers had been general agent 
for the Penn Mutual at Grand Rapids. 
He had been superseded there by Gen- 
eral Agent Buckner. Wilson had taken 
the term policy with one Fleugel 
agent of the Penn Mutual at Kala- 
mazoo. On Jan. 6, 1932, Fleugel wrote 
Wilson, who was then in Florida, re- 
garding the conversion of the term poli- 
cies which had lapsed March 23. Wil- 
son got in touch with his representative, 
G. W. Tuck, at Kalamazoo. The let- 
ter, though addressed to the plaintiff as 
general agent at the defendant’s ad- 
dress, ‘was delivered to the plaintiff 
personally at his own address. Beers 
visited Tuck at Kalamazoo. He did not 
disclose that he had nothing to do with 
writing the original policies, was not 
the agent who procured them, was not 
the general agent, did not communi- 
cate with the general agent at Grand 
Rapids the contents of Tuck’s letter: 
did not disclose to Tuck his change of 
address, 

Questions Presented by Appeal 


The questions presented by appeal 
are whether under the written contract 
the question of who initiated the con- 
version of the Wilson policies was con- 
trolling and was Beers guilty of inter- 
ference with another agent of the com- 
pany so as to violate his contract? The 
sole question involved is whether there 
was error of law in the charge of the 
trial court in submitting the case to the 
jury. The higher court holds that 
agency is primarily a relationship of 
trust and confidence and the duty of 
full disclosure is essential. The agent 
cannot act in his own interest, is for- 
bidden to act at all, where his interest 
is opposed to that of his principal. 
Beers must have been the procuring 


cause of the conversion of the Wilson 
policies. 

The higher court holds that there is 
no error in the manner in which the 
trial court submitted the disputed ques- 
tions to the jury, whose findings are 
conclusive upon the facts as submitted. 
The judgment is therefore affirmed and 
the company wins. 


Incontestable Clause and 
Reinstatement Are Separate 





NEWARK, N. J., Jan. 4—An in- 
teresting decision involving the incon- 
testable clause and the question of fraud 
in reinstatement has been given by the 
chancery court of New Jersey in Frank 
Kaul vs. Acacia Mutual Life, in which 
S. H. Hollander was counsel for the 
company. The policy in question lapsed 
Dec. 1, 1930, and Kaul signed a certifi- 
cate to the effect that he was in good 
health in seeking reinstatement of the 
policy on Jan. 23, 1931. The evidence 
showed that Kaul was not in good 
health at all but was afflicted with a 
nervous disease which later rendered 
him totally disabled. In reviewing the 
law-on the case the court held for the 
first time in New Jersey that the con- 
testable clause of the original policy and 
the reinstatement contract are separate 
contracts. There is no limitation pro- 
vision in the reinstatement contract as 
there is in the original policy so that 
misrepresentation in the reinstatement 
apparently is contestable without time 
limitation. The court did not actually 
rule on this point because the policy- 
holder’s claim for disability was con- 
tested before a year after his reinstate- 
ment had expired. 


Presumption of Death 


Although a presumption of death can- 
not be legally made within seven years 
of disappearance, where the evidence of 
a man’s death is adduced, the insurer is 








liable under its policy. This was the 
decision of the Arkansas supreme court 
in a case against the Mutual Life of 
New York brought by Mrs. Jesse R. 
Wilcoxon. The evidence brought out 
that Wilcoxon, who lost everything in 
the depression, left his home in 1930, 
that he was unbalanced mentally and 





had bought poison at two drug stores. 





| Trust Agreement Is Exempted 





The New York supreme court has up- 
held section 55a of the New York in- 
surance law which gives an insured who 
reserves the right to receive cash and 
surrender values or disability benefits 
without the consent of the beneficiary 
under a trust agreement exemption from 
creditors. Mrs. C. E. Starr took out 
three policies with the Mutual Life of 
New York totaling $100,000 payable to 
her children. In 1931 she changed the 
beneficiary to the Irving Trust Com- 
pany under a trust agreement with her 
mother and children as ultimate bene- 
ficiaries. 

Judgment Is Obtained 


The 40 West 57th Street Realty Cor- 
poration obtained a judgment against 
Mr. and Mrs. Starr amounting to $4,782. 
The realty corporation had a receiver 
appointed and also obtained an order re- 
straining the insurance company from 
paying any of the cash values (over 
$4,000) of the policies in question to the 
insured. When Mrs. Starr attempted to 
borrow on the security of the policies 
the company refused to lend the money. 
A motion was then made for an order 








vacating the restraining order served 





not arise by the absence for seven years. 





upon the insurance company and Justice 





Cotillo of the New York supreme court 
held ¢hat although the debtor has a full 
control over the policies she is still en- 
titled to the protection of Section 55a 
of the insurance law. The position of 
the debtor under the trust agreement is 
no different than her position before 
making the agreement, the court de- 
cided. 


Hirst Views Decision 


In discussing this decision, Alfred 
Hirst, counsel for the New York State 
Life Underwriters Association, said that 
Judge Woolsey, United States district 
court for southern New York, in his de- 
cision in matter of Canariato, held that 
the clause in the policy giving the in- 
sured the right to change option or se- 
cure cash vatwe did not deprive the in- 
sured of the right to secure them under 
Section 55a of the insurance law. In 
Lubin vs. Tenenbaum in the city court 
of New York, Justice Noonan held that 
cash surrender values under policies 
payable to a trust company as trustee 
under a life insurance trust are not ex- 
empt. Mr. Hirst said this decision was 
unfortunate and that should it go to an 
appeal court a contrary conclusion 
would probably be reached. 





Reserve Must Be Used 
to Keep Policy in Force 








In Timmerman et al. vs. Bankers Re- 
serve Life, the Texas court of appeals 
decides a case where the assured sought 
to recover on a policy on which a loan 
was made. The policy provided that if, 
after three years’ premiums had been 
paid the policy shall lapse for non-pay- 
ment of any premium, upon surrender 
in one month, the reserve shall be ap- 
plied to the extension of policy for its 
face amount. If the insured has se- 
lected no other option, the company, 
without action on the part of the as- 
sured, continues it as a paid-up policy. 

At the time of the assured’s death 
the accrued reserve was sufficient to 
extend the policy for 11 years. The 
lower court presented this question to 
certify: “Was it the duty of the insur- 
ance company when the second note 
became due and was unpaid, to apply 
the $61.06, representing the accrued 
value of the first five annuity benefit 
coupons, to the payment of said note 
so as to avoid a forfeiture of the policy 
in the absence of any instructions in 
this connection from the insured?” The 
assured had executed a note for the 
loan. At the time the premium note 
became due the assured had exercised 
the option to leave the annuity benefits 
accruing with the company to draw in- 
terest subject to his right of withdrawal. 
The company had funds belonging to 
the assured. 

The higher court holds that a life 
company will:not be permitted to insist 
that a policy has been forfeited for non- 
payment if at the time the premium 
becomes due it has in its possession 
dividends presently payable belonging 
to the assured which are sufficient to 
discharge the premium at its maturity. 


The question certified must be an- 
swered in the affirmative, the court 
holds. 





Broad Interpretation of 
“Permanent” in Michigan 





A definition of “permanent disability” 
favorable to policyholders has been 
given by Judge G. V. Weimer of the 
Kalamazoo county circuit court in 
Loreen Hoard vs. Mutual Life. 

Judge Weimer holds that “permanent 
disability” does not necessarily mean 
“perpetual” or “everlasting” disability 
and that a company may not deny lia- 
bility under this section of its contract 
merely because an improvement event- 
ually appears in the insured’s condition 
and disability ends. 

Mrs. Hoard, ruled permanently dis- 
abled, collected benefits under terms of 
her policy for two years but the com- 
pany finally stopped payments although 
evidence was offered that the disability 
continued for another year before the 
woman recovered her health. She 
brought suit for the amount alleged to 
be due in payment covering the third 
year. The company contested on the 
ground that her recovery proved she 
was not “permanently disabled” and 
there was no further liability indicated. 
A jury gave a verdict in favor of the 
plaintiff and the company moved for a 
judgment notwithstanding verdict. In 
denying the motion, Judge Weimer held 
that the term “permanent disability” as 
used in the contract must be construed 
as meaning “permanent” in the same 
sense as permanent alimony, permanent 
employment, or other “permanent” 
conditions frequently subjected to legal 
interpretation. The policy, he con- 
tended, contemplated that an insured’s 
disability might be of long duration yet 





susceptible of a change for the better. 





The self-evident value of $100 a Month, plus the fact that the cost is in line 







with present-day buying power enables representatives of The Travelers to find 


a wide acceptance for these desirable monthly income forms. 


THE TRAVELERS 


The Travelers Insurance Company 
The Travelers Indemnity Company 
The Travelers Fire Insurance Company 
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